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Head com- 
pletely ma- 
chined, top 
and bottom. 


Clean cut, smooth 
and true hexagon 
face. 


Accurate body. 
Smooth, perfect 
finish. 


Just look in a Ferry Package 


CAP SCREWS 


Vv 


Threads accurate 
and lasting. 


Selected steel of scientifically 


F eC Y Y y determined toughness and hardness. 
Superiority... lll 


smoothly machined. 


Checked at every point 


AKE your own comparisons — 
your own tests. Send for a sample 
Ferry Cap Screw or Set Screw and 


2 check it point for point against any 


other make. G Then you'll know why 


Ferry is proud of an unusual record 
—twenty-three years of consistent effort 
to supply industry with cap screws, 
set screws, and other screw machine 
products of unquestioned superiority. 


THE FERRY CAP & SET SCREW COMPANY 
Cleveland, Ohio 








in THE SHADOW of a FAMOUS PACKAGE 


QUALITY 
DEPENDABILITY 
SERVICE 





Hardware and mill supply houses in these days of close buying 
are finding out that even in the sale of such staple items as bolts, nuts, and 
rivets a good name can be a wonderful help. 

Users of these products know that a good name isn’t built in a day. It 
represents years of continuous effort—holding fast to ideals—using good 
materials—demanding fine workmanship. And that's just what has made the 
name Upson mean what it does today—quality, dependability and service 
from headed and threaded products of every type. 

Upson package goods on your shelves are a short cut to quicker sales. 
They represent an acknowledged standard of excellence. They eliminate 
the returned goods bugaboo. They build good will because they insure 
safety wherever they are used—wherever performance hangs by a thread. 
Yet, they cost no more than any standard brand. 


Bolts and nuts in all standard and 
special shapes, sizes, alloys and finishes. 
Standard and special rivets of all kinds. 
Wire rope clips. Turnbuckles. Belt 
fasteners. Automotive and railroad 
special items. Headed and threaded 
products for every use. Your specialties 
are our spectalty. 
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N the long run, the industrial buyer saves 
money by purchasing from the distributor. 
You know that and so do we. But he’s got to be 
shown. And we’re helping you show him. Every 
month we run an advertisement in Purchasing 
Agent and Mill & Factory Illustrated. With 
dramatic photographs and hard-hitting facts, 
we hammer home your story to your customers. 


We help swing the industrial buyer’s business 
your way. And when you've got his business, we 
help you keep it. Our sales policy is based on the 
belief that the industrial plant gets better ser- 
vice in the buying of Goodrich products, and 
more satisfaction in their use, when orders are 
placed with the distributor. 





ripcHas wh 





We maintain the quality of our products at a 
uniformly high level, we spare no effort to ren- 
der efficient service, we extend complete sales 
cooperation. In short, we do everything within 
our power to help you sell, and satisfy, every 
one of your logical prospects for Goodrich me- 
chanical rubber supplies. 


We shall be pleased to mail you copies of the 
Goodrich advertisement reproduced above 
(““There’s a Case in the Truck marked Rush’’), 
or any of the others in the current campaign to 
industrial buyers. And, upon your request, we 
shall be glad to furnish full details of the Good- 
rich cooperative distribution plan. Address The 
B. F. Goodrich Co. (Est. 1870), Akron, Ohio. 
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The B. EF. Goodrich Compan 
Akron, Ohio 
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Jenkins vALVES ARE ALWAYS 


MARKED WITH. THE “DIAMOND 


<M 





FIG. 106-A . 
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Sectional View, Fig, 106-A, Jenkins Standard Bronze Globe Valve, Screwed, showing these four important points: (1) extra deep 
stuffing box, (2) more spindle t':reads in contact with bonnet, (3) one-piece scre w-over bonnet, and (4) slip-on stay-on disc holder. 












Critical Buyers of Valves 
are quick to see Jenkins value 


When you can show your customer a 
superior product, one that has exclusive time 
and money-saving features; one that has a 
guaranteed performance, even the most 
astute and uncompromising buyer becomes 
interested. 

To the supply house or jobber who is 
carrying Jenkins, the situation presents an 
exceptional opportunity. For the more 
closely a Jenkins Valve is examined, the 
more conclusively it demonstrates its 
genuine value. 

Every type and pattern Jenkins Valve 
has its talking points—points that can’t 
be rejected as inconsequential—points that 
mean dollars saved in long life, low-cost 
maintenance, When, for example, you 
show a Fig. 106-A Jenkins Standard 
Bronze Globe Valve you can emphasize 
the following: 


1. EXTRA DEEP STUFFING BOX: Holds 
a large quantity of packing, requiring less 
renewal and providing extra protection 
against leakage around the spindle. 


JENKINS BROS. 


80 W hite St., New York, N. Y.; 510 Main St., Bridgeport, 
Conn.; §24 Atlantic Avenue, Boston, Mass.; 133 No. 
Seventh St., Philadelphia, Pa.; 646 Washington Bivd., 
Chicago, Ill, JENKINS BROS., Limited, Montreal, 
Canada; London, Eng. Factories: Bridgeport, Conn.; 
Elizabeth, N. J.; Montreal, Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


z. MORE SPINDLE THREADS IN 
CONTACT WITH BONNET: Provide longer 
wear and more-service, Note, also, the 
clean-cut threads. 

3. ONE-PIECE SCREW-OVER BONNET: 
Strong solid one-piece construction per- 
mits taking off and replacing the bonnet 
repeatedly without danger of distortion or 
springing. 

4. SLIP-ON STAY-ON DISC HOLDER: An 
exclusive Jenkins advantage. Open the 
spindle merely a turn or so, and you can 
take off the bonnet without the disc holder 
falling off the spindle, 


These and other comparable advantages, 
to be found in all Jenkins Valves, will help 
you in your sales, They are indications of 
excellence that satisfy the demands which 
buyers now require, 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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A Convention 


Co 


HE National, American and Southern 

Associations have a right to be proud of 

their Convention held in Cincinnati early 
in May, for, despite business inactivity, it was 
attended by the largest number of distribu- 
tors and manufacturers—more than 400—on 
record in the industrial supply field. 

With business at a low ebb, the Associa- 
tions recognized the fact that if their 1932 
Convention was to be well attended, it would 
have to be well planned. No ordinary pro- 
gram would be supported this year. It had to 
be one which, on the face of it, was so con- 
structive as to demand Widespread attention. 
And that’s just the kind of program the As- 
sociations went about building. 

The outstanding features of the Conven- 
tion were the report of the Joint Merchandis- 
ing Committee, group-by-industry meetings, 
better selling clinic and discussions on price 
control. 

The Convention heartily approved the work 
of the Merchandising Committee, commend- 
ing its members highly forthe progress made, 
and pledging their united support in carrying 
out the program. 

The group-by-industry sessions were par- 
ticularly helpful, and permanent Committees 
will be set up to function throughout the year. 

The need for better selling is recognized 
throughout industry today. Boom times got 
us into bad habits. We became accustomed 
to getting business with little or no sales ef- 
fort. Orders came easy. Concentrated, well- 


Be Proud Of 


planned selling was not so essential. All that 
is changed now. Salesmanship of the highest 
order is required nowadays. It takes better 
planning and far more calls to maintain a 
respectable volume than it used to. That the 
Triple Convention appreciated the importance 
of planned selling is apparent in that one 
whole joint session was set aside for a discus- 
sion of ways and means to improve sales ef- 
ficiency. Out of this discussion, which is re 
ported in detail elsewhere in this issue, came 
many valuable tips for salesmen and sales ex- 
ecutives alike. 

The value of resale price maintenance was 
discussed at length and the consensus of the 
assembled delegates was that the anti-trust 
laws are working a hardship on both manu- 
facturer and distributor, making the enforce- 
ment of suggested resale prices difficult. The 
Convention unanimously adopted a resolution 
urging Congress to investigate the workings 
of all phases of our anti-trust laws and then 
propose legislation that will permit such co- 
operative agreements as are deemed neces- 
sary. The complete resolution appears on 
page 8. 


HERE were other interesting sessions at 

the Convention, all of which are reported 
on succeeding pages. That this year’s meet- 
ing was one of the most forward-looking on 
record was agreed by those in attendance, 
and the men responsible for its success are 
to be congratulated. 








incinnati Convention Pro- 


Sales Management 

HE need for proper sales di- 

rection was stressed by K. G. 

Merrill, M. B. Skinner Com- 
pany. 

‘“Salesmen today,” said Mr. Mer- 
rill, “are not unambitious but bewil- 
dered; not listless and lazy, but puz- 
zled; not lacking in force and initia- 
tive, but lacking direction. 

“Business is through with football 
cheer-leader tactics. Modern sales di- 
rection is a science. It consists of 
telling your men what to sell and 
where to sell it. 

“Tt should like to treat intelligent 
sales direction under two headings, 
the basic roots which underlie it and 
the active branches through which it 
functions. 

“Under the first 
the sales manager. 


heading comes 
Have vou one? 
Not just a good fellow who gets along 
with men and is endowed with enough 
force to see that they put in a full 
day’s work, but a man with a keen, 
analytical mind who is capable of 
studying his market and realizing its 
ultimate protentialities. If you have, 
you are fortunate. If you haven't, 
begin looking for one. 

“Under the heading, we 
shall consider the working tools a real 
selling job requires. 

“1. A comprehensive list of cus- 
tomers and prospects covering your 
entire territory with the names of 
men responsible for buying. 

“2. A record of the horse power-de- 
veloped in each plant, and the power 
purchased, 

“3. Physical data on each plant in 
the territory, such as the number of 
miles of pipe, the number of valves, 
the amount of shafting and the num- 
ber of pulleys and belts. 


second 





Here, grouped by topic is a report of 
what went on at the recent convention 
of the American, Southern and Na- 


tional Associations 











The New Officers 


W. M. Given 
W. W. Taylor 
C. C. Krueger 
Alvin M. Smith 








SOUTHERN 


President 

First Vice-President 
Second Vice-President 
Secretary-Treasurer 


AMERICAN 


H. F. Seymour 
J. H. Williams 








President 
First Vice-President 


W. T. Kilborn . Second Vice-President 

W. H. Fisher . Treasurer 

R. K. Hanson Secretary-Manager 
NATIONAL 

H. E. Ruhf . President 

W. T. Todd, Jr First Vice-President 

E. B. Hunn Second Vice-President 


Secretary-T reasurer 
Asst. Secretary-Treasurer 











“4. A record of purchases of each 
plant over a five-year period with a 
breakdown showing the proportion 
of maintenance equipment to produc- 
tion equipment sold. 

“5. A record of the number of calls 


S. S. Raynor, Oli- 
ver Stangland and 
Irving Lemaux get 
together in MILL 
SUPPLIES’ studio. 


+ 


Harry P. Leu, Doc 
Titgemeyer and AI- 
vin Smith don’t 
seem to be overly 
perturbed about the 


depression. 


made in proportion to the dollars and 
cents purchases of each plant together 
with the cost of these calls. 

“An analysis of calls made in pro- 
portion to the dollars and cents vol- 
ume will instantly result in a change 
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ceedings Briefed 


of policy on many accounts. If, for 
example, your calls on a certain cus- 
tomer over a term of years are cost- 
ing you more than the business you 
are getting out of him, a reduction in 
the number of calls or a discontinu- 
ance altogether is just plain horse 
sense, 

“The biggest job of the sales man- 
ager is in seeing to it that ‘no pur- 
pose’ calls are cut out. No salesman 
should be allowed to go into a plant 
with nothing specific to talk about. 
There are three kinds of sales ap- 
proaches: 1. The negative approach 
—You don’t need anthing’; 2. The 
neutral approach—What is on your 
mind today?’ and 3. The positive ap- 
proach — ‘Here is something you 
ought to have.’ 

“The sales manager is really on the 
job when he chooses and brings be- 
fore his salesmen for emphasis, items 
which he knows can be sold. To walk 
into a buyer with an item which, be- 
cause of the time, season or circum- 
stance, can readily be sold, to start 
off each call with an actual sale, is to 
be a positive salesman—one who 
makes ‘purpose’ calls. Cut out ‘no 
purpose’ calls and you are on the road 
to better selling. 

“Tn addition to educating his men 
on the products they sell, utilizing the 
physical data he collects, cutting out 
‘no purpose’ calls and planning his 
program with intelligence, the sales 
manager should also pass on to the 
salesmen all data furnished by manu- 
facturers on new uses discovered for 
old products and new products de- 
veloped for old uses. 

“To sum up, what sales manage- 
ment needs today is not force nor an 
almost unscrupulous optimism, nor a 
species of hypocritical good fellow- 
ship, but rather the most sublime of all 
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the human attributes — intelligence.’ 


K ok ok 
A Trend Toward the 
Distributor 


we ANY manufacturers have 

found that the cost of serv- 
ing ultimate users properly by main- 
taining branch houses is too high,” 
said H. H. Kuhn, general manager, 
Hardware and Supply Company, 
Akron, and retiring president, The 
National Supply and Machinery Dis- 
tributors’ Association. “‘After mak- 
ing detailed studies of distribution 
costs, they have found that the dis- 
tributor can serve users better and 
at lower cost than they can direct. 
Asa result, a number of branch ware- 
houses have been discontinued and 


distributors appointed to handle the 
business. It is up to the distributor 
to capitalize on the opportunities of- 
fered by this new trend.” 

Alvin M. Smith, president, Smith- 
Courtney Company, Richmond, Vir- 
ginia, and secretary, Southern Asso- 
ciation, stated that the economic im- 
portance of distributors, with large 
and well-assorted stocks established 
at strategic points throughout the 
country, has been thoroughly estab- 
lished, 

“Many leading manufacturers,” 
said Mr. Smith, “who formerly were 
soliciting user business direct, have 
now made distributing connections, 
and from the information we receive, 
are more than satisfied with their new 
set-ups.” 

George Fernley also pointed out 
that distributors are being accorded 
wider recognition as efficient and eco- 
nomical factors. 

“This change of thought,” he said, 
“has been rapid during the past two 
vears. Criticism of distributors has 
largely subsided and the indisputable 
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From left to right, rear row: Bud McDougal; Paul Hamill; Waldo Butler; 


Paul Arnoll; Fred Burling. 
ton; J. S. Hayden; Hal MacGregor. 


Middle row: Al Blaisdell; Jim Cranz; Doc Dray- 


Seated: Harry Burdorf; John Potts; 


Russell Smith, and Andrew Carey. 


W. H. Clark; R. 

M. Gattshall; R. K. 

Hanson, and Geo. 
Fernley. 


3 


W. J. Radcliffe and 

W. T. Todd catch 

a manufactur er, W. 

L. Rybolt, between 
them. 




















Resolution for an Emergency Industries 
Preservation Act 


We believe that one of the principal causes of the present distressed condi- 
tion of industry is the demoralization from reckless competition occasioned by 
the inability of competing sellers to cooperate lawfully and effectively, not alone 
in the development and use of our natural resources but equally so in the gen- 
eral business of manufacture and distribution. 


Destructive competition, whether due to over-capacity or to inequality of 
privilege under the law between buyers and sellers, destroys earning capacity and 
creates industrial maladjustment. Preservation of payrolls and investments is 
the imperative condition, precedent to the preservation of mass purchasing power, 
to the permanent supply of consumer needs and to keeping open the essential 
source of all public taxing power. Since earning must precede spending, it is 
therefore the primary necessity of a nation’s economic welfare. 


Court interpretation of our anti-trust laws protects buyers by restricting the 
privileges of sellers. Sellers are thus denied equal privilege with buyers in deter- 
mining economic levels of price and production. Correction of this prevailing 
legal emphasis upon consumer welfare must precede restoration of industrial 
equilibrium. Since the producing functions of capital and labor represent one- 
half of the entire public interest, we hold that economically the consumer is not 
entitled to a price that has not first afforded a fair profit to every necessary 
and efficient agency of both manufacture and distribution. 


We, therefore, urge: 


1. That a Committee be immediately appointed by Congress to investigate 
carefully the workings of all phases of our anti-trust laws; and (without sacri- 
ficing the present needed and intended prohibitions of our anti-trust laws against 
monopoly, oppression of competitors tending thereto, and unfair trade prac- 
tices) to propose such legislation as will permit cooperative agreements between 
sellers to such extent as may be necessary. 

a. To avoid destructive competition. 

b. To avoid wastage of materials. 

c. To help stabilize pay-rolls. 

d. To avoid the constant incentive to capital concentration otherwise in- 

evitable. 

. To preserve earnings, the fountain source of all tax revenues. 
To restore industrial equilibrium by restoring equality of privilege be- 
tween buyer and seller. 
g- To promote the public interest by giving balanced weight to the needs 
of capital and labor at least equally with that of the consumer. 


i) 


_ 
° 


2. That, pending this determination of the proper form of permanent leg- 
islation, Congress pass before adjournment of the present session, an “Emergency 
Industries Preservation Act” conveying this necessary relief temporarily under 
the supervision of the Federal Trade Commission and in conformity with its 
judgment of the public interest. We particularly point out that during the 
interim gross abuse of the consumer interest is practically impossible. 


In the belief that this resolution accurately reflects the views of the pre- 
ponderant mass of this country’s producers, distributors and workers, we further 
instruct our Secretaries to send a copy hereof to each member of Congress, to 
the President and members of his Cabinet, to the Justices of the Supreme Court, 
to other Trade Associations, and to the trade and business press. 


*Adopted by the Southern, National and American Asso- 
ciations at the Cincinnati Triple Convention. 











value of distributor service is now that purchases be made from them.” 
being emphasized in the trade press. * ¢ 8 

Feature articles explain the economic The Group-By-Industry 
necessity of the distributor to manu- ‘ 

facturer and user. Paid advertise- Meetings 

ments are likewise being employed by HE American Association in 
outstanding manufacturers to endorse getting the group-by-industry 
the service of distributors and urge meetings under way, appointed chair- 
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men as follows: G. H. Halpin, abra- 
sives and grinding wheels; J. R. 
White, pipe, valves, fittings and steam 
specialties; S. H. Disston, small me- 
chanics’ tools, hack saw blades and 
files; W. B. DuMont, drills, taps, 
dies and chucks; D. S. Brisbin, chain 
and chain hoists; H. F. Seymour, 
wrenches, drop-forged tools, vises 
and pipe tools; W. T. Kilborn, bolts, 
rivets and washers; and E. S. Grant, 
belting, pulleys and power transmis- 
sion equipment. 

Mr. Kilborn, in charge of these 
meetings, pointed out that these men 
are available and ready to be of as- 
sistance to distributors. It is hoped 
that they will constitute the nucleus 
of a permanent organization through 
which matters of policy pertaining to 
the respective industries may be dis- 
cussed, 

“It will be the purpose of our As- 
sociation,” said George A. Fernley, 
“to follow up the recommendations 
developed in the group-by-industry 
meetings. It is believed that this 
work can be handled _ effectively 
through our special commodity com- 
mittees.”’ 

A resolution was passed by the 
National Association commending 
the ‘“‘group-by-industry” movement 
and suggesting that the American 
Association and the Southern Asso- 
ciation cooperate with them in keep- 
ing the committees active the year 
around, 

The meeting on wrenches, drop- 
forged tools, vises and pipe tools, 
presided over by J. Harvey Williams, 
entered into considerable discussion 
on the subject of returned goods. As 
a result, the meeting adopted the fol- 
lowing resolution : 

“Whereas it is desired to establish 
an equitable basis for the returning 
of slow-moving merchandise of cur- 
rent design: 

“Be it Resolved that in every case, 
credit, if allowed, be allowed against 
purchases; the outgoing freight, if 
any, deducted; the incoming freight 
required to be paid by the distributor ; 
a deduction of 10% made to cover 
the cost of handling, and a further 
deduction made to cover the cost of 
reconditioning, if any, and to offset 
this credit, an order from the distrib- 
utor accompany the returned goods 
for twice the value of such goods.” 

This meeting also brought out the 
thought that an insufficient amount of 
effort has been devoted to keeping 
salesmen posted on current prices. 
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The discussion on small mechanics’ 
tools, hack saw blades and files, con- 
ducted by N. J. C. Lester, chose as its 
subject, “How can the distribution of 
these lines be made more profitable 
to the manufacturer and the. dis- 
tributor ?” 


Wendell H. Clark brought out the 
point that better results could be ob- 
tained on hack saws if fewer quan- 
tity price groups existed. 

The subject of returning slow-mov- 
ing merchandise brought an expres- 
sion from most of the distributors 


present that manufacturers should 
handle each case according to its 
merits. 


Several distributors were of the 
opinion that a margin of 25% on the 
sale price of files, hack saw blades 
and kindred small tools was satisfac- 
tory, provided the items involved 
were not special ones and consequent- 
ly slow movers. 

Ten distributors and 12 abrasive 
manufacturers, attending the meeting 
conducted by George H. Halpin, ex- 
pressed a desire that this committee 
be made permanent and function 
throughout the year. A fine coopera- 
tive spirit brought a request from the 
abrasive manufacturers present for 
from distributors not 
only as to a distribution plan, but as 
to what they considered a satisfactory 
differential. 


a suggestion 


The meeting on electric tools, under 
the leadership of W. T. Todd, Jr., 
brought out considerable discussion 
on the subject of old tool trade—in 
allowances. It was the consensus of 
opinion that such allowances should 
be discouraged by both manufactur- 
ers and distributors, as it was felt 
that a continuance of such practice 
would in time result in a serious evil, 
which could have but one result, the 
lowering of the distributor’s profit. 

The group meeting on bolts, nuts 
and rivets had as its chairman W. T. 
Kilborn, who in addition to organiz- 
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R. W. Waid is 
caught between two 
conniving manu- 
facturers, George 
Allen and Bill 
Stauble. 


+ 


The gentlemen 
from the South— 
T. W. Lewis; Bill 
Given, and Buck 
Taylor. 





W. J. Radcliffe and J. Harvey Wil- 
liams discuss the resolution pro- 


posed by Mr. Williams. 





Bill Hunter and John Pitts relax 
for a few minutes after a strenuous 
day of meetings. 


ing the work of the committees on all 
nine groups, consented to head that 
which concerned his own industry. 

A gratifying note was struck in 
this meeting when many distributors 
in attendance expressed their hearty 
approval of the action of several 
manufacturers who had taken steps 
to improve conditions in the bolt 
industry so as to make possible profit- 
able selling. 

The question as to the status of 
the present Bolt and Nut Association 
was answered by H. B. Ladds, vice- 
chairman of the Committee, when he 
explained that the present associa- 
tion had only to do with manufactur- 
ing standards. 

The suggestion was brought out in 
the meeting on drills, tap and dies, 
the chairman of which was Percy 
Maddock, that distributors hold 
group meetings in various localities 
and invite manufacturers of their 
representatives to attend. 











































An announcement of a new group 
of power transmission equipment 
manufacturers and a detailed report 
of one of the case studies made by 
V. A. Hanson, research engineer of 
the group, featured the group-by- 
industry meeting on belting, pulleys 
and power transmission equipment, 

Charles E. Brinley, president, The 
American Pulley Company, Philadel- 
phia, described the purpose of this 
new group as that of sponsoring the 
development of facts concerning good 
engineering practice in the applica- 
tion of power transmission equipment 
in the modern plant. This new group 
is known as the Mechanical Power 
Engineering Associates, and at pres- 
ent is made up of nine manufacturers. 
The American Pulley Company, in- 
cluding Graton and Knight Company, 
S. K. F. Industries, Bond Foundry 
and Machine Company, T. B. Wood's 
Sons Company, Clipper Belt Lacer 
Company, Cling-Surface Company, 
R. & J. Dick Company, and 5. Be 
Rhoads and Sons. Eventually, it is 
expected that the group of nine will 
grow to one including about 20 com- 
panies. 

While the group will be primarily 
interested in group drive and_ its 
proper application, Mr. Brinley stated 
that the engineering studies made by 
its research engineer would be quick 
to grant to all types of drives their 
rightful place in the sun on_ those 
applications where their use is prac- 
tical. 


Sales Promotion Data 


66 HE Sales Promotion Commit- 

tee of the American Associa- 
tion,” said C, O. Drayton, Graton 
and Knight Manufacturing Company, 
“proposes to undertake a program 
that will point the way to economical 
distribution through adequate sales 
planning. The purpose of this Commit- 
tee will be to (Continued on page 24) 
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The Joint Merchandising 
Committees Report to 


THE TRIPLE 


HE session of the triple 

convention given over to 

a discussion of the Joint 
Merchandising Committee was 
in charge of L. G. Puchta, gen- 
eral chairman. Mr. Puchta 
opened the program with a few 
pointed remarks concerning the 
importance of the movement, 
touching briefly on how it started 
and what it proposed to accom- 
plish. He also praised highly the 
way in which the individual 
members of the Merchandising 
Committee had pulled together 
for the good of the industry. 

Carl Channon, in his report on finances, stated that 
the Committee had total assets of $46,435.64, of which 
$5,790.91 was cash in the bank. There were no liabili- 
ties, all bills up to that time having been paid. The 
statement rendered by Mr. Channon was certified by 
Thulin and Company, public accountants. 

Mr. Channon also gave some interesting facts as re- 
gards the comparison of distributor subscriptions with 
manufacturer, 

“There are 301 subscribers to the plan,” said Mr. 
Channon, “181 of whom are distributors and 120 manu- 
facturers. The amount of money pledged by distributors 
totals $49,152.48, by manufacturers, $37,475. 

“But 17 of the 301 subscribers have asked to be 
relieved from further payment,” Mr. Channon con- 
tinued, “only 4 of whom are dissatisfied with the prog- 
ress made, the remaining 13 being forced by the depres- 
sion to withhold payments. Of these 13, four asked for 
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CONVENTION 


cA brief of the talks given by 


L. G. Puchta, C. A. Channon, Phil 
Pidgeon, G. H. Halpin, W.W. French, 
and R. 


M. Gattshall 


a suspension until such time as they 
are in a position to pay.” 

Mr. Channon also gave some in- 
teresting percentages, stating that 
the probable loss through non-pay- 
ment of subscriptions totals but 
444% , while those delinquent in 
their payments make up but 5% 
of the total. 

Phil Pidgeon, president, Pidgeon, 
Thomas Iron Company, Memphis, 
in speaking on the subject, “Who 
Is the Potential Subscriber and 
Why He Should Be Interested,” 
pointed out that all types of distributors—industrial, 
hardware, plumbing and heating and automotive—are 
prospective subscribers. In all, he pointed out, there 
are at least 3,000 potential distributor backers of the 
movement. The percentage of distributors now 
subscribing is little more than 5%. 

The principal reason, in Mr. Pidgeon’s 
opinion, why more distributors have not got- 
ten behind the program is because they have 
failed to study the plan and visualize what it 
can accomplish for them. 

If all members of the National and South- 
ern .\ssociations were subscribers to the move- 
ment, other distributors and manufacturers 
would come in quickly. 

“The distributor should be vitally interested 
in the program because it proposes to show 





W. W. French 


Each of these men is taking an active part in the 
Joint Merchandising Committee’s work. Front row, 
left to right: W. M. Given; R. M. Gattshall, execu- 
tive manager; F. M. Archer, chairman; D. C. Jones. 
Back row: H. F. Seymour; C. A. Channon, and 
F. W. Glover. 
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industry that he is essential 
and should be supported,” 
Mr. Pidgeon pointed out. 
“At present, more than 
50% of the industrial 
supply business is going 
through channels other than 
the distributor. The Mer- 
chandising Committee Pro- 
gram is designed to change 
this situation by showing 
buyers why more of their 
business should be placed 
through the distributor. 

“This movement,” he 
continued, “gives distribu- 
tors their first opportunity 
to unite on a common plat- 
form. It should aid in 
building up confidence in 
competitors, and in mini- 
mizing price-cutting, terri- 
tory jumping and other 
evils. 

“The plan, of course, is 
not a cure-all, but it is a 
step in the right direction. 
The 60% of the members 
of our distributor Associ- 
ations who are not already 
subscribers, either should 
join now or offer a substi- 
tute plan which will work 
better,” concluded Mr. 
Pidgeon, 

“The unity of thought, 
which prompted those 
manufacturers and distribu- 
tors who have subscribed 
to the Joint Merchandising 
Committee’s activities, is 
based upon the belief that, 
jointly we can accomplish more than individually, and 
through continued unity of thought develop many ideals 
which singly we could never approach,” said G. H. 
Halpin, sales manager, Minnesota Mining and Manu- 
facturing Company, St. Paul. 

“\What concerns us now is the cementing of that 
original thought and reaffirming our decision to carry 
on. To do this, unity of thought between distributors 
and manufacturers alike is very essential. 

“Viewing this movement in a large sens¢, it is pri- 
marily one to better the distributor’s position. I am not 
unmindful that in accomplishing this end the manufac- 
turer’s position is being bettered also. But it would be 
easy for the manufacturer to say ‘let the distributor 
help himself.” That the manufacturer is not thinking 
in this manner is best evidenced in the large number of 
subscribing manufacturers, The interest of manufac- 
turers alone should prompt distributors to endorse the 
movement as an industry. 

“One way in which distributors can aid in making the 
movement a success is for them, as a body, to adopt a 
slogan, ‘Everything being equal, we will buy from 
manufacturers who are supporting the Joint Merchan- 


Gladding. 
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This prominent group of distributors and manu- 
facturers includes, front row, reading from the 
left: C. E. Allinger, D. S. Brisbin, and N. A. 
Standing are J. L. Pitts and R. D. 
Baker. Mr. Pitts has been an active member of 
the Merchandising Committee from its inception, 
but asked to be relieved of his duties this year. 
Don Brisbin continues as a commitee member. 





Distributor Phil Pidgeon is in good company here 
seated beside manufacturer, R. McPeake, behind 
whom are standing manufacturers Chester Conner, 


James Clark, Jr., and Lee Mitchell. 


dising Committee.’ If such 
a step were taken, countless 
manufacturers would lose 
no time in subscribing. 

“If distributors would 
show a unity of thought 
among themselves toward 
this movement, manufac- 
turers would welcome it 
and the ultimate success of 
the program would be as- 
sured, to the end that the 
mill supply industry would 
be a happier and more pros- 
perous one in which to 
work.” 

“Two conventions of the 
three associations of a great 
industry have endorsed a 
movement which | feel is 
vital to the prosperity and 
progress of that industry,” 
pointed out W. W. French, 
advertising manager, Dodge 
Manufacturing Corpora- 
tion, Mishawaka, Indiana. 
“A program has been form- 
ulated and presented, which 
to my mind offers a solu- 
tion to one of the most 
troublesome problems of in- 
dustrial distribution. It 
charts a course which dis- 
tributor and consumer can 
follow unreservedly and 
with positive assurance of 
mutual profit. It has pro- 
vided a common meeting 
ground for the minds of 
the manufacturer members 
of the American Association 
and for the distributor 
members of the National and Southern Associations. 
It embodies all the sound principles of modern profitable 
merchandising and is an assembly of the ideas and 
thoughts of the progressive, forward-looking manufac- 
turers and distributors of mill supplies. 




































sa ici committee has set forth very clearly and 
concisely four objects which it offers as the justi- 
fication for its existence: 

1. To show that the shortest route for industrial 
supplies to the consumer is through the industrial sup- 
ply distributor, and to emphasize this fact to manufac- 
turers, distributors and users. 

2. To establish by continued research such errors as 
may appear in the buying and selling policies of each 
interested factor to the end that proper corrections may 
be made by each. 

3. To disseminate facts established by research to 
manufacturers, distributors and users. 

4. To foster the growth of harmonious cooperation 
between manufacturers and distributors, thereby making 
possible a more efficient and economical flow of industrial 
supplies from producer to user. (Continued on page 36) 
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et Merchandising Minded 


Intelligent buying and aggressive selling are the two 
important factors in the sound merchandising 


program followed by this company 


HE trouble with many 

mill supply distribu- 

tors is that they are 
mill supply minded, rather 
than merchandising minded. 
Executives are frequently 
promoted up through the 
ranks from minor positions 
in the warehouse and ship- 
ping room. This, of course, 
is logical provided the ris- 
ing young executive devel- 
ops a merchandising mind 
along with his mill supply 
experience. 

But in too many cases it 
works out something like 
this. The supply of 7g-inch 
machine bolts becomes ex- 
hausted. The mill supply 
minded purchasing agent 
will immediately tell him- 
self that this is a mill sup- 
ply item and should be car- 
ried in stock. He will order 
more, 

The merchandising 
minded buyer, on the other 
hand, will completely ignore 
the fact that a machine bolt 
is a mill supply item. The 
only question he will ask 
himself, is “Do our customers demand 7¢-inch ma- 
chine bolts?” He will check his sales on this item and 
refrain from reordering unless the demand warrants it. 

Slow-moving stock is one of the perils of the mill sup- 
ply business and one against which we guard continually. 
When we do find such items in stock, we dispose of them 
promptly. The loss on dead items amounts not only to 
the actual cash loss represented in the sale, but the profit 
that would have been made had the money been placed 
in fast-turning merchandise. 

Generally speaking the territories of our salesmen are 
divided by geographical boundary lines rather than by 
accounts. In the latter case, a salesman not only loses 
time in covering his customers, but also is apt to become 
careless and thus overlook many sales opportunities in 
his territory. He is always in a hurry when traveling 
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By H. A. KANE, 


Vice-president and Sales Manager, 
Fulton Supply Company, Atlanta 





H. A. KANE 


and it is much easier to as- 
sume that his fellow sales- 
men are covering the indus- 
trial plants that he happens 
to pass by because he feels 
he hasn’t time to contact 
them. 

3y dividing our sales- 
men’s territories geographi- 
cally, we can ask them 
about the status of any 
plant in their territory and 
secure adequate informa- 
tion on it. Being responsi- 
ble for a specific territory 
makes it imperative for 
each salesman to investigate 
every plant in it in order to 
find out his sales possibili- 
ties. 

We have no “star sales- 
men,’—men who call only 
on important or big ac- 
counts. We feel that every 
salesman we have should be 
capable of doing business 
with any of our customers. 
While some salesmen are 
more effective than others, 
the disruption of a territory 
and the duplication of effort 
encouraged by a plan that 
sends certain men on only certain accounts, offsets any 
possible advantages. 

Our salesmen are paid a salary and commission on the 
profits accruing from their territories. They pay their 
own expenses. The sum total paid to a salesman is about 
the same as under a salary and expense arrangement, but 
it gives the individual salesman the benefit of any sav- 
ings he might make. For example, if a salesman wants 
to wash or grease his own car on Saturday, he can do 
so and thus save the service cost. Or again he can hire 
it done at the best possible terms. 

Usually there are places in the towns traveled where 
storage is less expensive. Where the salesman is work- 
ing on a straight expense allowance he will not look 
especially for these places. On the other hand, when it 
comes out of his own pocket, he will usually get better 
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values and so make more 
money for himself. 

To aid our salesmen, we 
prepare a monthly recapitu- 
lation from their daily sales Salesman............ John. Jones 


FULTON SUPPLY COMPANY 


Salesmen’s Daily Report 





reports. Each customer in task 
a man’s territory is on a 
card record in the office. 
The first section of our 
monthly report shows those 
customers who have been 
worked by the salesman and 


Name of Firm 


New Customer's, O 





Customers Sold, X Customers Not Sold, Bland 


Buyer Address Customer Expressed Interest in 





the amount of business re- 
ceived from each. The sec- 
ond section of the report 
lists all of the remaining 
customers in each territory, 
and shows the amount of 
business received. These re- 
ports have proved of inesti- 
mable value to our men in 
the selection of customers 
on whom to put special 
sales effort. 

There are certain items 
in our stock which are ex- 
clusive with us and which 
are worthy of special sales 
attention. One of these 
lines is featured each month 
of the year, as we naturally 
want to push our profit 
lines. Staple items, we find, will naturally follow along 
with the orders for our special lines. 

Salesmen are paid an extra percentage of commission 
on these selected lines, and they are featured in our 
house organ at the same time our men are pushing them 
in the field. 

We are rather slow to take on new lines because we 
want to make sure we can do justice to them before 
going ahead. This policy, we believe to be fair, not only 
to ourselves, but also to the manufacturers. We believe 
that some distributors have a tendency to take on too 
many lines with the result that they are not able to do 
justice to any of them. Such practice is one of the 
major reasons for the accumulation of dead stock, and 
this, in turn, heads the list of reasons why distributors 
are forced out of business. 

We clean out dead or slow-moving items by sacrificing 
them for what they will bring at a quick sale. The rea- 
son for this is that when a customer receives shopworn 
goods he immediately becomes suspicious. He not only 
realizes that he is being sold old merchandis€ but if, by 
any chance, he should have trouble with the goods, he 
is quick to place the blame on the distributor who sold 
it to him, even though the trouble might have been caused 
by improper usage. Occurrences of this kind are very 
likely to cause ill will and result in the loss of future 
business. 

Stock that does not find a ready sale is placed in a 
display window where it is frankly described as white- 
elephant stock. Customers buy it at a better price than 
could be obtained from a junk man so they know exactly 
what they’re getting. 

Competitive prices on items where brand is not highly 
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Salesmen are required to fill in this 
simple daily report sheet. At the end 
of the month, a recapitulation of 
these daily reports are prepared and 
furnished each man, giving him a 
definite guide as to progress being 
made on specific accounts. 


important are watched with special care. 
Frankly, we do not care greatly about the 
price at which our competitor is selling an 
article in competition with one of our exclu- 
sives. We have our own exclusive brand to 
sell, and our salesman can find reasons why 
our product ought to be purchased. On 
items where brand name is not so important 
and the price situation is highly competitive, we often 
pass up orders which do not allow us sufficient margin 
to insure a profit. 

In other words, we, at the Fulton Supply Company, 
are constantly endeavoring to put into stock only those 
items for which there is a real demand and to sell them 
to every possible prospect in our logical territory at a 
price which will insure us a legitimate profit. We feel 
that by running our business on a sound merchandising 
basis, we are better able to serve our customers and the 
manufacturers we represent and at the same time derive 
from the business the profit to which our invested capital 
and efforts are entitled. 





Purchases based on an intelligent study 
of demand and turnover will do much 
to eliminate the millions of dollars’ 
worth of dead stock which tradition 
has placed on mill supply distributors’ 
shelves. The loss suffered annually on 
these slow-moving stocks, if turned into 
profit, will enable distributors to greatly 
enhance the quality of their services 
to industry 
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Show Us 





Even the depression can’t stop salesmen 
who will study the needs of their 
prospects and then recommend products 
which will step up efficiency or lower costs 


By W. J. THURMAN 


Plant Engineer, Chain Belt Company, 
Milwaukee 


HO\WING us where we 
can save money is the 
only procedure by which 

a salesman finds himself wel- 
come on our premises these 
days. Fortunately, perhaps, 
the boom days, when selling 
was easy and buying easier, 
are gone. Now, the success- 
ful salesman has adopted a 
far different attitude than he 
used to have. He studies his 
customers’ requirements in a 
scientific manner. He tries 
to assume their view-point, 
shoulder their problems, and 
solve them as economically 
as possible. 

An interesting example of 
how an industrial supply 
salesman helped solve one of 
our maintenance problems oc- 
curred very recently. We 
were running all of our tools 
by compressed air, and con- 
sequently most of the repair 
jobs had to be done at those 
hours when our compressor 
was running. At times this 
proved very inconvenient. A 
salesman from a local indus- 
trial supply house suggested 
that if we purchased a few 
electric drills and_ electric W. J. THURMAN 
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Where We Can Save and 
Well Buy 


chipping hammers, we could oper- 
ate whenever we wanted to, re- 
gardless of whether or not the 
compressor was running. 

We carried out the suggestion, 
and it has proved so practical and 
economical, that we have since 
listened to other ideas of this fel- 
low with considerable respect. 

Another recent recommenda- 
tion which came to us through a 
distributor has also proved to be 
such a convenience that we won- 
der how we ever got along with- 
out it before. In the back of our 
minds we had felt for a long time 
that some day we would install a 
master key system. Obviously 
this year did not seem a favorable 
time. However, the salesman 
who brought up the matter was 
so logical in his arguments that 
we decided to go ahead, despite 
the depression. He called atten- 
tion to my key ring which was 
not only cumbersome to carry 
around, but had all the formid- 
able aspects of a Jailer’s equip- 
ment. Then there was the time 
element involved in locating the 
right key for each lock, and the 
expense of having many keys 
duplicated if the ring were lost. 

Now, all of that inconvenience 
and expense has been eliminated. 
Certain of us carry grand master 
keys, others, sub-master keys. 
Groups are further divided into 
office keys, crib keys and so on. 
Thus, each man has access to the 
building or office which directly 
concerns him, and that is as far 
as he can get. The salesman was 
not only eager to have us agree 
to the installation, but he seemed 
just as anxious to help us set up 
a chart showing the breakdown 
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The use of electric tools, instead of 

pneumatic, for odd maintenance jobs has 

effected a considerable saving. The idea 
came from a distributor’s salesman. 


by groups. He also helped us arrange a 
file system for the keys. In other words, 
he made the last chapter of the sale just 
as pleasant and satisfactory as the first. 

Industrial plants everywhere are slash- 
ing their budgets and trying to retrench 
as completely as frightened turtles pulling 
in their heads. Yet despite this tendency, 
goods which are not strictly bread-and- 
butter items continue to be bought and 
sold. By and large, it is the forward- 
looking plant which does the buying of 
these so-called specialty items in sub- 
normal times, and the forward-looking 
salesman who does the selling of them. 
There are many opportunities for the sale 
of specialty items, but it takes an extraor- 
dinary man to uncover them. Let me 
illustrate by relating the facts which led 
to our purchase of safety window-washer 
anchors. It was an industrial supply 
salesman who convinced us of the vul- 
nerable position we were in by having 
ordinary window hooks, susceptible to 
deterioration and rust and bound to 
loosen. Regardless of compensation and 
liability insurance, he pointed out, haz- 
ards with possible fatal results were not 
only unpleasant, but often involved dis- 


, 


The reverse is true today. 


solves them economically. 
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Durinc the boom 
days, when selling was easy, get- 
ting business was no trick at all. 


Find- 


ing a buyer is hard enough, but 
selling him is still more difficult. 
Salesmanship is being put to the 
test and the successful man is one 
who studies his customers’ require- 
ments, assumes their view-point, 
shoulders their problems, and 





agreeable litigation. After several calls and much com- 
mon-sense logic presented with an impressive, though 
natural oratory, he made us feel that it was actually 
dangerous to operate another day without the new safety 


anchors! Of course, he made his sale, and while the 
item is comparatively small, this man has built for the 
future. 

Unfortunately, the industrial supply salesmen who 
furnished us with the time and money-saving ideas 
described in this article are perhaps the exception rather 
than the rule. The ingenuity and industry displayed 
by them, however, have gained them what business 
we have and considerable of our good-will and apprecia- 
tion. A study of their methods might help others who 
are seeking some door-opening ideas. Checking the needs 
in your customers’ plants and then working out prac- 
tical suggestions as to how they can effect saving and 
step up plant efficiency, seem to me to be the most 
practical methods for obtaining business. They will go 
far towards making any salesman welcome in a plant 
even during sub-normal periods such as we are faced 
with at present, and at the same time will do much 
towards building up good will for your company which 
will bear fruit in the form of large orders when busi- 
ness once again returns to normal, 
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L. G. Puchta, the 
retiring chairman 
of the Committee. 


the conclusion of the Joint Merchandising Commit- 
tee’s session that the work be continued under the 
same organization set-up which had been in charge dur- 
ing the past year. Inasmuch as the Committee operates 
under definite rules, one of which is that the term of 
office of its members shall run concurrently with the 
tenure of office of the presidents of the three sponsoring 
Associations, it was necessary, with the election of new 
officers, to make new appointments to the Committee. 
H. E. Ruhf, newly elected president of the National, 
chose H. H. Kuhn and C. A. Channon to serve on the 
Committee; W. M. Given appointed F. W. Glover and 
F. M. Archer; while H. F. Seymour selected D. C. 
Jones, D. S. Brisbin and H. S. Armstrong. 

Mr. Ruhf explained that L. G. Puchta, who had 
served on the Committee since its inception and during 
the past several months as general chairman, had made 
himself unavailable for future service by resigning. It 
is to be regretted that Mr. Puchta found it necessary 
to withdraw from active service on the Committee, but 
the demands of his own company on his business time 
made the move imperative. 

John L. Pitts requested that he be relieved of his 
duties on the Committee due to the fact that he is so 
far removed from the seat of activities that he found it 


I: was the concensus of the Triple Convention at 








F. M. Archer, who 
will head the Com- 
mittee this year. 


The New Commiittee 
Holds Its First Meeting 


impossible to give sufficient time to the committee work. 

D. W. McAllen also found it impossible to do justice 
to the Committee work due to press of business duties. 

At the first meeting of the new Committee held in 
Cincinnati immediately after the close of the Conven- 
tion, F. M. Archer was chosen general chairman, D. C. 
Jones, vice-president and C. A. Channon, treasurer. 

R. M. Gattshall, executive-manager, who had resigned 
so as to enable the Committee to start with a new slate, 
was reappointed to head up the work. 

H. H. Kuhn is the new Chairman of the Research 
Committee, H. F. Seymour, Chairman of the Advertis- 
ing and Publicity Committee, and C. A. Channon, Chair- 
man of the Finance Committee. 

A new sub-committee was set up—the Publicity Com- 
mittee—to edit all material coming from the central 
office. This Committee is made up of H. F. Seymour, 
H. H. Kuhn and H. E. Ruhf. 

F. H. Hofacker and H. R. Ireland, the two non-asso- 
ciation members of the Committee were reappointed, 
while H. W. Barclay and A. E, Paxton were again 
asked to serve as advisory members. 

With the organization problem out of the way, the 
new Committee is set to put its shoulder to the wheel 
and further the progress of the business-building move- 
ment which got under way so splendidly the past year. 
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Brush News 





For Industrial Distributors 





Published by The Osborn Manufacturing Co. 


CAdvertisement) Copyright 19372 





DIRECT SOLICITATION PLAN INCREASES BRUSH BUSINESS 
FOR THE NATIONAL SUPPLY COMPANY OF TOLEDO 


‘Specialized selling efforts on 
Osborn Brushes has proved 
successful for The National 
Supply Company of Toledo, 
Ohio,’”’ says Mr. H. E. Oatis. 


*“‘We increased our Osborn 
Brush Business 500% in 1931 
over 1930 and with a return 
to normal business we can 


do three times the volume 
sold in 1931. 


‘‘Our salesmen use direct so- 
licitation methods with two 
objectives in mind; first, to 
secure Immediate sales without 
jeopardizing future contacts; 
second, to prepare the way 
for future sales. 


**Although the immediate sale 
is always welcome, we are, just 
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as much concerned about 
future business. Our salesmen 
maintain the good will of 
buyers by ta/king Osborn 
Brushes from the buyer’s view- 
point rather than se//ing them 
from the salesman’s standpoint. 


‘*‘We became interested in the 
Osborn Plan because it keyed 
right into our method of sell- 
ing leading lines. Prior to that 
we made no particular effort 
to develop brush business. But 
we have proved to our satis- 
faction that we can, by direct 
solicitation efforts, build a 
steadily increasing volume of 
Osborn Brush business. 


“The Osborn line backed up 
by the Osborn Plan and our 
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PIPE SHOP 


own direct solicitation plan, 
makes us feel optimistic about 
our future with Osborn Brush- 
es,’ concluded Mr. Oatis. 





KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Brushes 

Push Brooms—Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


JHE OS80RN MANUFALTURING LOMPANY 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 
New York, Detroit, Chicago, San Francisco 





NATIONAL SUPPLY OF TOLEDO 
ANNOUNCES NEW PLANT LOCATION 


The plant of The National Supply Co. of 
"Toledo, located at Erie and Hamilton Streets, 
provides excellent opportunities for greater 
service to this distributor’s growing list of 


customers. 


... The modern 
building marks 
a progressive step 
forward in the 
development of 
this company. 
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How to Build 


Bigger Business with 


Experienced buyers give 
the same careful attention 
to the purchase of Osborn 
maintenance brushes as 
they do to the purchase 
of Osborn production 
- brushes. On-the-job per- 
formance proves their 
low end-of-service cost. 





Osborn Maintenance Brushes... 


A “Brush Conscious” Salesman of 
an Osborn Distributor is in a strong 
position to stress the following points 
when talking to prospective customers 
about Osborn Brushes designed for 
industrial sweeping requirements. 


1. The extensive Osborn line affords the cus- 
tomer an opportunity to select just the right 
brush foreach particularsweeping condition. 


2. By standardizing on the Osborn line, the 
customer can save purchasing time by hav- 
ing his sweeping requirements promptly 
and satisfactorily met by one convenient 
source of supply. 


3. Concentration of purchases in Osborn 
Brushes means centering responsibility in 
the Osborn Distributor who is backed to 
the limit by the makers of Osborn Brushes. 


The “Brush Conscious” Salesman of 
an Osborn Distributor reminds his 
customers that every dollar spent for 
a brush is as important as any other 
dollar spent for product performance. 


Osborn Brushes assure maximum 
performance for every dollar of their 
purchase price. 


JHE OSBORN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Sales Branches: New York, Detroit, Chicago, San Francisco 








.———__— 
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Keeping in Touch wi 


DISTRIBUTION 


Pertinent comments on timely topics from 


Sales Training Can Conquer 
Business Depression 
HE April issue of Executives 
Service Bulletin carries a state- 
ment by Mr. E. V. Walsh, General 
Sales manager, Timken Silent Auto- 
matic Company. He says: 

“If I were asked to explain our 
consistently increasing volume in a 
word or two, I would say that it 
was chiefly due to a policy of sales 
education that begins when a sales- 
man hangs his hat for the first time 
in one of our offices and continues 
until, for some reason or other, he 
leaves the organization. 

“Let me summarize our sales 
training policy. There can be a for- 
mula for everything a salesman does 
in connection with his daily work. 
If your proposition is worthwhile, it 
is worthy of a plan—one that will 
enable the salesman to get the most 
out of his job, in your interest as 
well as in his own. 

“We believe that it is a company’s 
obligation to its sales force to carry 
on a program of sales education, not 
spasmodically when the need arises, 
but continuously, because that is the 
only way to maintain an organization 
on a permanently high level of effi- 
ciency and accomplishment.” 


x * * 


Drug Stores Exchan ge 
Slow Sellers 


RUG Topics reports that slow 

sellers in the stocks of inde- 
pendent druggists in a Connecticut 
city are no longer used, intentionally 
or otherwise, to demoralize the local 
market. These druggists have ap- 
pointed a committee which acts as 
a clearing house for items which any 
of the merchants find hard to sell. 
When a member of the association 
finds on his shelves an overstock of 
any item or certain articles which 
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other fields of distribution 


have not moved, he reports this fact 
to the committee who immediately 
transmits the information to the other 
merchants in the town. It is reported 
that the plan, now in operation for 
two years, has been an important fac- 
tor in eliminating vicious price cut- 
ting. 


o* * * 


Volume of Electrical 
Wholesalers 
HE April, 1932, issue of the 
N.E.W.A. Review carries a table 
indicating the volume of business 
done by electrical wholesalers in vari- 
ous sections of the country. The 
following list indicates the amount in 
percentage that the 1931 figures are 
lower than those for 1930: 
Percentage 
Zone States Variation 
1. Maine, New Hampshire, 
Vermont, Massachusetts, 
Connecticut, Rhode Island 17.0% 
2. New York, New Jersey. .33.5% 
Pennsylvania, West Vir- 
MBG his. crornusdeenieriece 38.3% 
4. Delaware, District of Co- 


lumbia, Maryland,  Vir- 

| Sy eer re 138% 
5. Kentucky, Ohio ........ 28.9% 
6. Indiana, Michigan .......< 34.4% 
7. Florida, Georgia, North 


Carolina, South Carolina.41.4% 
8. Illinois, Wisconsin 
9. Alabama, Arkansas, [ou- 


isiana, Mississippi, Ten- 
MRI - Sccxustdsaisis ob eee 47 6% 
10. Iowa, Minnesota, North 
Dakota, South Dakota. ..33.2% 
11. Kansas, Missouri, Ne- 
PPRENEN 5G daceeg bein 26.5% 
12. Oklahoma. Texas ........ 43.6% 
13. Idaho, Montana, Utah, 
i. nee tl 
14. Arizona, Colorado, New 
NI nm Paresh d aiceste Some 40.3% 
15. Oregon, Washington ....37.5% 
1G. Caliierme. 2..occ 6c dicen 27.1% 


Decrease Your Sales 
M. Burgess, president, Burgess- 
e Norton Manufacturing Com- 
pany, in the April number of Motor 
World Wholesale, says: 


“You can readily see that your net 
profit depends more upon the cost of 
doing business and your resale dis- 
counts than on an increased volume 
obtained by lowering your selling 
price, 

“Do not get the idea that some 
sales at 50 per cent are not good busi- 
ness. In all of these 40 per cent and 
35 per cent discount problems I have 
provided for some 50 per cent dis- 
counts. Wholesalers should depart 
from the routine method of applying 
overhead costs to their entire busi- 
ness as a whole, and determine spe- 
cific costs of doing business on vari- 
ous items. For instance, to sell a 
piece of equipment at $500, at a gross ° 
profit of 15 per cent, would ordinar- 
ily result in a net profit; to make a 
$10 unit sale at 50 per cent discount, 
where the inventory on that item 
turns over 12 times per year, is prof- 
itable ; to make a direct factory ship- 
ment to your customer at 15 per cent 
gross profit will result in a net profit. 
Then, on some items, you get better 
than 60 per cent discount from the 
manufacturer. This should be taken 
into consideration. But in all cases 
where quoting more than 40 per cent 
discount you should know the spe- 
cific net profit that will result from 
that particular transaction, and do 
not make the sale if it means a loss. 
You can no longer treat your busi- 
ness as a whole. It has to be broken 
down into departments and individ- 
ual cases in order to determine where 
the leaks occur. 

“So, I say, forget this big volume. 
Decrease your sales, accept economic 
conditions, and conduct your business 
at a profit with fewer headaches.” 
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Profitable Selling 
GLANCE at recently published state- 


ments shows that a surprisingly large 

number of businesses are operating at 
a loss. Sales have fallen off tremendously and 
despite the fact that all sorts of economies 
have been put into effect, making a profit 
these days seems to be the exception rather 
than the rule. 

Obviously, no business can long continue 
to sell at a loss and survive. Yet, at every 
turn we see business establishments selling at 
cut-prices, apparently in the hope that lower 
prices will stimulate buying. 

As a matter of fact, declining prices make 
the buying public more cautious. As long as 
the price trend is downward, buyers will hold 
back fully expecting to be able to purchase 
at an even lower figure. 

What business needs today is price stabili- 
zation, not price-cutting. With prices seeking 
a lower level, buyers are sure to remain on 
the sidelines; the moment prices firm up, 
buyers will be attracted. 

“But,” you may say, “we can't get away 
with boosting our prices when others are 
lowering theirs. If we want any business at 
all, we've got to meet or better our com- 
petitor’s prices.” 

Unfortunately, too many business men 
seem to be thinking along such lines. It’s 
rather refreshing therefore, to find an organi- 
zation which not only recognizes the necessity 
of making a profit, but has the courage to 
set prices which permit it. 

Such a company is Jenkins Brothers, which 
the early part of May announced a price in- 
crease. The following explanation was sent 
along with the announcement: 


“Notwithstanding our practice of strict 
economy in every department of our business, 
it is necessary to readjust the prices of our 
goods to bring them more in line with the 
actual cost of maintaining Jenkins’ quality 

oth in product and in distribution service 
and fulfill our obligation to supply a daily 
nation-wide demand.” 

The response from the trade following the 
advance in prices has been one of commenda- 
tion. One company writes: 

“T want to congratulate you for your cour- 
age in raising prices.” 

“High prices, not low ones build volume. 
Volume is the expression of purchasing 
power, not manufacturing power. If prices 
go up, confidence will be restored, buying 
will start and increased production result. 
Low prices never stimulate production.” 

Another customer had this to say: 

“I believe that stabilization of prices will 
do more to relieve the depression than any 
other one thing. It may seem peculiar for us 
to tell you we are glad that your prices are 
not lower. We believe you have taken a step 
in the right direction.” 

These comments are typical of a number 
which Jenkins received commending the price 
increase and are direct evidence that buyers 
are not unsympathetic toward a price policy 
which insures a profit. 

It’s better not to sell at all than to sell 
at a loss, and the sooner we learn to set and 
stick to prices which permit a fair profit, the 
sooner will business get back on its feet. 


YK 


Courage and Cooperation 
Tas Joint Merchandising Committee 


has passed its first milestone success 
fully. The period of organization— 
which the nine-months’ interval prior to the 
recent Cincinnati Convention may well be 
referred to—has been satisfactorily hurdled. 
In that time, despite the fact that it was 
one of the most trying periods in the his- 
tory of American business, a central office 
was set up, an executive-manager employed, 
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a method of procedure outlined for carrying 
the movement forward, many new support: 
ers won over and considerable educational 
data concerning the distributor’s importance 
broadcast throughout industry. 


The hearty approval tendered the Com- 
mittee by the delegates assembled in Cin- 
cinnati was well-deserved. Distributors and 
manufacturers alike seemed to sense that 
even though the movement had been forced 
to buck deplorable economic conditions, 
splendid progress had been made. 

But we wonder if the industry at large is 
aware of what made progress possible. The 
movement did not just grow, like Topsy. 
It forged ahead because of the courage and 
cooperation of certain leaders in the indus- 
try who had the foresight and energy to 
make it successful. The industry owes a 
debt of gratitude to those pioneers: members 
of the Committee who took their coats off 
and went to work; to the companies employ- 
ing those men who were willing to donate 
their time in the interest of the industry; to 
the Republic Rubber Com pany, which 
granted R. M. Gattshall, one of its key men, 
a years leave of absence, and which has 
since extended that time, so that he could 
assume the executive-managership of the 
Central Office; to the three Associations, 
who are sponsoring the work, and to the 
host of other distributors and manufacturers 
who have the necessary courage and coop- 
erative spirit to assure the successful carry- 
ing on of the program. 

To be sure we havé only made a start, 
thus far, toward real success, but a continu- 
ation of the same sort of courageous and 
cooperative endeavor as has been manifested 
in the past, should make certain continued 
progress and ultimate success. 


XK 


How Efficient Are Salesmen? 


N a recent address, Lee J. Bussmann, of 
the Bussmann Manufacturing Company, 
stated that according to a survey made 
among purchasing agents in St. Louis, only 
one salesman out of three is really efficient; 








a second is mediocre, and a third is down- 
right inefficient. 

According to Mr. Bussmann, and his views 
are based on the consensus of St. Louis buy- 
ers, there are 13 types of objectionable sales- 
men: 


= The badly selected man, who hasn't the 
ecessary ability to start with. 


2. The salesman who is not well trained. 


3. The apologetic type of man who just 
dropped in and often leaves without the pur- 
chaser knowing who he is or what firm he 
represents. 

4. The man who calls too often with noth- 
ing in mind, who goes from office to office 
believing if he sees enough people the law of 
averages will take care of his sales. 

5. The salesman who talks about every- 
thing but business. 

6. The fellow who stays too long and fills 
up waiting rooms with other men. 

7. The personality, or good-fellow type of 
man who wants to take you to lunch and 
talk things over. 

8. The high-pressure salesman. 

9. The man who knows little or nothing 
of his line. 

10. The salesman who knows nothing of 
his prospect's needs. 

1. The man who has too much confv 
dence in himself and depends too strongly on 
his personal acquaintance with the buyer. 

12. The man who seeks an edge or wants 
to know what his competitors are quoting. 

13. The type who knows the boss and 
spends most of his time trying to sell every- 
body but the buyer. 


In summation, Mr. Bussmann said that too 
much sales work is carried on in a thought- 
less manner; salesmen seem to have no objec: 
tive, their work is not planned, their sales 
presentations are not arranged in an orderly 
manner, are not to the point and in nearly 
all cases do not in any way consider the buy- 
er’s needs. 

Whether or not you agree with Mr. Buss- 
mann’s contention concerning salesmen, there 
is a lot to think about in what he says. Check 
up on your selling and see to it that none of 
the shoes fit you. 
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Standing: G. H. Gardner and Bill Given. Seated: 

D. D. Peden; Alvin Smith, and Mark Lyons. 

Mr. Gardner exhibits considerable bravery in the 
presence of all these rebels. 





Charles E. Brinley 


John A. Hill 


(Continued from page 9) 
bring to salesmen and sales execu- 
tives sales suggestions and methods 
of practical value. 

“We propose to deal with the few 
fundamental factors which must be 
recognized before effective selling is 
possible : 

“1. Where are the buyers who are 
to be reached ; 2. Who are the buyers ; 
3. How many buyers are there; and 
4. How can these buyers be reached 
most economically ? 

“Further, we plan to point out the 
importance of salesmen securing sales 
data from present customers as a 
background for accomplishing a more 
efficient sales job. 

“Suggestions will be provided as 
to what indices can be used to meas- 
ure markets, and how these indices 
can be applied to 
business. 


produce more 

“The practical value of demonstra- 
tions will also be stressed and con- 
siderable effort will be put on the im- 


portance of emphasizing planned 
selling. 
“We must stop discussing and 


cussing the shortcomings of distribu- 
tors’ salesmen and provide them with 
helpful sales ideas. It is the manufac- 
turer’s duty to supply distributors 
with educational data on sales promo- 
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tion, and the distributor’s obligation 
to use the information as a means of 
proving the slogan: ‘Distributors 
Serve Industry Economically.’ ” 


* * * 


Price Control 
N speaking on the subject of 
‘Price Control,” Nelson B. Gas- 

kill, formerly Chairman, Federal 
Trade Commission, and now presi- 
dent, The Lead Pencil Institute, 
stressed the absolute need for taking 
steps which permit industry to con- 
trol prices so as to insure a fair 
profit. In part, Mr. Gaskill said: 

“The recovery of a normal volume 
of business at present price levels 
throughout industry as a_ whole, 
would not restore prosperity. On the 
contrary, it would simply increase the 
loss factor in the general credit 
equation. 

“IT am not suggesting a series of 
illegal price agreements either to peg 
the present price levels or to raise 
them. I want to get your minds cen- 
tered on the importance of profit not 
as a measure of individual greed but 
as a supreme social necessity. Some- 
how, in some way, you, the business 
world, and the Congress of the 
United States, must be convinced that 
without the assurance of general 
profit in the field of productive en- 
terprise, the whole complex social 
and political structure will collapse. 

“The United States Supreme Court 
has made it sufficiently clear that 
business may not agree upon a com- 
mon selling price. The Court will 
not consider the reasonableness of the 
price nor will the social necessity for 
profit be held to justify a check upon 
a destructive price competition. If 


The ladies attending the convention are snapped after an 
afternoon bridge session. There appears to be no sign of 
hard feelings—maybe everyone got a prize. 





George Puchta, dean of the indus- 
try, whose career has been an in- 
spiration to all who know him. 


we regard a price agreement as one 
method of assuring the general profit 
margin, we find that this avenue of 
relief in the present emergency, is 
closed by the anti-trust laws. 

“There is no alternative relief, 
however, contained in the economic 
formula of supply and demand con- 
ditions. When demand exceeds sup- 
ply, prices will be high. These high 
prices will call additional production 
into being. Prices will go down as 
supply rises until there are no profits 
because there is no demand for most 
of the supply. Now according to the 
formula an economic displacement 
sets in. Mills lay off their labor 
forces and close; foreclosures, receiv- 
erships, bankruptcies, failures occur. 
But by this process, the surplus pro- 
duction which causes the low prices, 
is wiped out. A seller’s market and 
higher prices return and the sun of 
prosperity shines upon the survivors. 
But instead of allowing this to hap- 
pen, instead of encouraging this proc- 
ess of economic (Turn to page 58) 
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ALWAYS 


DEPENDABLE 


ENBERTHY INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
DETROIT 


ESTABLISHED IN 1886 

















CANADIAN 


PLANT. WINDSOR, ONT 














A Bit of Vocalizing 


“G 
OOD TIME” Charlie Allin- 


mer led a convention group of 
singers at the dance, which included 
such notable warblers as Alvin 
Smith, N. A. Gladding, Pete Boylan, 
Ralph Gattshall, Horace Armstrong, 
Carl Channon, W. T. Todd, Wendell 
Clark, Dave Jones, Jim White, Frank 
Hill, Arch Morris, Jim Channon and 
Al Paxton. 

While there have been better sing- 
ing groups, we doubt that there have 
been more enthusiastic ones. All the 
old-time favorites such as “The 
Sidewalks of New York,” “Down 
3y The Old Mill Stream,’ and 
“Sweet Adeline,” were slaughtered 
with gusto. 

k * x 
These Southern Distributors 
Really Step 


| e W. LEWIS and J. E. Dil- 


worth of Memphis, and W. W. Tay 
lor of Pine Bluff made the trip from 
Memphis to Cincinnati by automobile 
in one day. The distance is well over 
500 miles, and that’s traveling in any 
man’s car. 
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It Must Have Been a 
Two Pants’ Suit 


Tae management of the Nether- 
land-Plaza Hotel reported the find- 
ing of one pair of pants which had 
been left behind by a convention del- 
egate. The Hotel was about to turn 
the pants over to Ringling Brothers 
Circus, but Carl Channon intervened 
saying he thought he could locate 
the owner. Upon investigation, it 
was found that the pants in question 
had been made by “Omar, the Tent 
Maker.” By checking with the man- 
ufacturer, it was an easy matter to 
locate the owner, who turned out to 
be none other than Russ Gregory. 

Getting said pants back to Russ in 
Chicago promised to be quite a prob- 
lem, but Carl Channon solved it by 
attaching a trailer to his car and 
hauling them to the big city. 


Kk * x 


Taxicab? 


Horace ARMSTRONG, the 


taxi-cab magnate, was circulating 
freely urging the boys to ride in cabs, 
thus saving their feet and bringing 


a lot of money out of hoarding. 





George Allen comes to the rescue of his fellow manufacturers as the latter are being 
held up by R. W. Waid, a distributor seeking an extra five. The victims are H. H. 
Hargrave; W. E. Gnann; Bill Stauble; F. P. Green, and J. A. Gardner. 


(Gonvention Sidelights 





The Hi-Tempite boys, Lord Gaylord and 

Viscount Quigley, discuss the possibility 

of substituting washing compound for 
gold as a basis for currency. 


Vote for Hofacker 


‘Te “Congressman” from the 
eighth district of Indiana, Frank 
Hofacker, did a lot of plain and 
fancy speechmaking. When Frank 
“takes the stump,” he’s hot. Write 
him for his speech. It’s a real vote 
getter. 
* *k * 


New Faces at the Convention 


T HE large attendance at the con- 
vention, despite the depression, was 
a tribute to the constructive program 
which had been arranged. Many new 
distributor faces were noticeable, in- 
cluding Tim Guinee, Harry Leu, 
John Potts, C. H. Bradley, A. R. 
Smith, Charlie Gartner and Fred 
Pfeiffer. 
‘2 8 


Batter Up 


O N Sunday afternoon, before the 


Convention had officially opened, a 
number of the delegates, including 
Harvey Williams, Jim White, Hes 
Kuhn, Dave Jones, Carl Channon, 
Alvin Smith and Bud Hanson. at- 
tended the ball game between the 
Cincinnati Reds and_ Pittsburgh 
Pirates. 

Pittsburgh rolled up a big lead in 
the early innings, much to the dis- 
comfiture of the loyal “Red” fans. 
Dave Jones remarked, “This is the 
second Sunday I’ve been out here, 
and it looks like the second defeat 
for the home boys. I must bring 
them bad luck.” 

Jim White fell asleep during the 
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**Some folks may get business 
without hunting for it, but most 
people have to chase the order 
right smack into the bag.’’ 


THE GREAT PUMP MYSTERY 


SYNOPSIS: A supply company head discovers that many pumps go into his terri- 
tory without his company having a chance at the business. He decides 
to investigate. As Episode 4 opens, one of his salesmen, accompanied by a pump 
manufacturer’s salesman, is talking with the plant superintendent of a local mill. 


EPISODE NO. 4 


SEE you’ve got your new boiler running,” said the mill supply 
got } L ‘ 

salesman. “It took longer than you thought, didn’t it?” 
“It sure did,” replied the superintendent. “We had to exca- 


vate. In doing that, we struck water. Of course, that held us up.” 





“What are you using to get rid of that water?” the mill supply 
man asked, leading the conversation around to pumps. 

“Our old sump pump!” the superintendent said. “All we did was drain this 
new water into the sump pit. There she is. Take a look.” 

“That pump seems to be working pretty hard,” said the pump salesman. 
“What’s she doing? How much of the time is she operating?” 

“She’s pumping about 35 gallons a minute. Running practically all the time 
too. Used to run only about half the time. Very dependable pump.” 

“Well, ’'d say you’re not anywhere near safe,” said the mill supply man. “You 
remember the flood of 1927. What would happen if we had another? You need a pump 
that will handle at least 65 gallons. If we have one flood in the next ten years and 


9” 


that pump saves your boilers, it would be pretty cheap insurance, wouldn’t it 


” 


.. and that order was “chased into the bag. 


(Selling pumps is like selling belting, or conveyors, er a hun- 
dred other things. You just show people why they ought to buy. 
We gladly teach supply salesmen how to do it. We can afford 
to, because we manufacture all* the pumps a supply house needs. 
Let’s talk it over. At any rate, see Episode No. 5, next month.) 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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Bert Ackles keeps his hand in by practic- 
ing on Bill Anderson and W. L. Pond. 
The highway department of the Rayl Com- 
pany is reported as thriving. 


early part of the game for he thought 
it was all over but the shouting. 
However, the base hits which started 
to rattle off the Cincinnati bats awak- 
ened Jim and some of the others 
who had lost interest. The “Reds” 
eventually pulled the game out of the 
fire, proving that Dave Jones was all 
wrong in thinking he was a jinx to 
the home club. 


ok ~ * 


All Aboard 


yf 1U could have heard a pin drop 


in the Coffee Shop of the Nether- 
land-Plaza when “Duke” Smith 
sounded off his train schedule. He 
succeeded in getting his train from 
Cincinnati to New York and back 
without any mishaps. 

a * *K 


He Gets Around 


W.u. GAYLORD takes the 


prize for being the “most traveling- 
est” man at the Convention. He 
jumped from Florida to Montreal 
and then to Cincinnati. Immediately 
after the Convention he was off 
again for Montreal. W. S. Quigley 
made it clear that while Gaylord did 
cover a lot of territory, he always 
managed to be South in the winter 
and North in the summer. 


* * * 


The Winner 


F inst prize at the bridge party 
held for the ladies of the Convention 
was won by Mrs. Grantvedt. One 
thing that we're certain of is that 
Mrs. Grantvedt didn’t learn the game 
from her husband. 
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Youth Must Be Served 


Ar the Convention dinner dance, 
Pete Boylan entertained the guests 
with an impromptu “Highland 
Fling.”” Pete’s not only one of the 
best of industrial distributors and a 
top-notch bowler, but also a “step- 
per” of some repute. Along about 
the middle of his dance, Pete was 
joined by N. A. Gladding who is 


also nimble of foot. 


* * * 


What the Well-Dressed Chair- 


man Wears 


Larry PUCHTA really dressed 


up in style on the Sunday prior to 





Alphonso XIII (Larry Puchta) and his 
charming queen, graciously allow MILL 
SUPPLIES’ photographer to snap them 


after the coronation ceremony. 


the opening of the Convention to 
conduct the meeting of the Joint 
Merchandising Committee. All deck- 
ed out in his “King Alfonso,” he 
was the picture of sartorial elegance. 
As Don Brisbin put it, “The boy’s 
hot.” 
* * * 


Still Going Strong 


L- was good to see George Puchta 
and W. T. Todd taking a prominent 
part in the Convention proceedings. 
The long, active services of these two 
leaders in the mill supply industry, 
have won for them a _ permanent 
place in the “Distribution Hall of 
Fame.” 


Another Traveler 


‘Tue one man who might chal- 
lenge Gaylord’s right to the title of 
the “most travelingest’” delegate at 
the Convention, is Harry Behr, who 
is on the go about 29 days out of 
every month. Whether he has been 
able to arrange his schedule so as to 
be in the South winters and the 
North summers has not yet been 
determined. 
* * * 


He Couldn’t Stay Away 


Mark LYONS hadn’t planned 
to attend this year’s Convention, but 
he weakened at the last minute and 
pulled in a bit late. However, he was 
in plenty of time for the important 
activities. 

“e © 


A Songster 


cs HARLIE GARTNER was 
proud possessor of the “Convention 
Theme Song.” He was the only one 
who knew what it meant, at least he 
claims to know, and who could sing 
it, outside of Sam Beckwith who 
finally mastered the words. 


“> = 


Where, Oh Where Has Our 
Chaise Lounge Gone? 


A nysopy knowing the where- 
abouts of one first-class chaise lounge 
taken from room 2529 at about two 
a. m., May 2, will please com- 
municate with MILL SUPPLIEs. 








Bill and Ken Todd, sagacious sons of the 
mouth-organ champion of Pittsburgh and 
points west, make an effort to establish 
themselves as pillars of the church (Du- 
quesne Club News please copy). 
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DIXON'S 


a eS 

GRAPHITE 
for beHer 
Lubrication 
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DIXON 
INDUSTRIAL 
PRODUCTS 


Flake Graphite 
Graphite Cup Grease 
Waterproof Graphite Grease 
Graphite Spring Oil 
Solid Belt Dressing 
Paste Belt Dressing 
Graphite Seal 

Pipe Joint Compound 
Boiler Graphite 

Silica Graphite Paint 
Bright Aluminum Paint 





> 
$237? 


Sa ) 
v\ake Graghite 





tesa has every quality necessary for an _ efficient 


lubricant. 
It fills in uneven surfaces, giving them a smooth bearing surface, 
and prevents metal to metal contact. It prevents internal friction. 


DIXON’S Flake Graphite is a natural form of pure carbon, contain- 
ing nothing that will thicken, gum, corrode, or scratch. 
It is unaffected by heat or cold. 

DIXON’S Graphite Lubricants for industrial use contain only the 
purest forms of natural GRAPHITE. Each has been developed for 


a specific service—for better lubrication—for longer service in 
operation. 


Consult DIXON on your lubrication problem. 


JOSEPH DIXON CRUCIBLE CO. 


SE EXC 


105 YEARS OF ‘A 


Nee \ 


Jersey City New Jersey 


DIXON SERVICE 
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you can SEE, FEEL, 


that 


SUPERIORITY 


PROVE, 


MAKES SALES WHEN SALES ARE HARD TO MAKE 





WEDGBELT PULLEYS 
PREVENT 
V-BELT WEAR... 


[af ViVIV hl 





7. V-Belt Drives with the low maintenance cost 


are drives that employ WEDGBELT Pulleys of | 


pressed steel. 


The heart of any V-Belt Drive is the driving sheave. 
Here occurs maximum flex and friction. Belts flow 
over WEDGBELT Pulleys with a marked reduction in 
wear because these pulleys are built of beautifully 
accurate die-pressed bright steel stampings un- 
scored or roughened by tool marks — because 
WEDGBELT Pulleys assure correct angular relation to 
the belt and uniform belt stress—because the con- 
struction of these pulleys insures rapid dissipation 
of frictional heat that would otherwise cause pre- 
mature deterioration of the belt. 


WEDGBELT PULLEYS and Drives are not merely differ- 
ent—they are BETTER. Prove it. Try out a WEDGBELT 
Drive where another V-Belt Drive is proving costly 
in maintenance. Check your savings in belt re- 
placements. 


WEDGBELT Pulleys and Drives are now available at 
an increasing number of mill supply houses through- 
out the United States. Ask your dealer or write for 


the WEDGBELT Drive Hand Book, an improved, sim- | 


plified guide for V-Drive purchase. 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 


Avrposett 
DRIVES 


A Token of Esteem 


Hes KUHN, who completed his 
third term as president of The Na- 
|tional Supply and Machinery Dis- 
tributors’ Association, was given a 
beautiful desk clock in appreciation 
of his splendid service not only to 
his own Association, but to the indus- 
try as a whole. He was rightfully 
proud of his gift and graciously per- 
| mitted Mitt Suppties to photograph 
‘him with it. The picture appears 
| elsewhere in this issue. 





| * * * 


Give the Secretaries a Hand 


| ay HE three Association secretaries, 
George Fernley, Bud Hanson and 
Alvin Smith were again chosen to 
serve their respective organizations 
|another year. They were largely in- 
|strumental in arranging this year’s 
| Convention program—which many 
| delegates claimed was the most con- 
| structive they had ever sat in on—and 
| deserve a lot of credit for the success- 
ful meeting. 
* * * 


He Served Well 
Dave JONES, after three years 


of service as president of the Ameri- 
can Association, turned over his 
gavel to Harold Seymour. Dave left 
a record of real accomplishment 
behind him. 

* * * 


Fore 


Wy une there wasn’t as much 


| golfing this year as at some past con- 
ventions, a few of the boys managed 
to work in a round or two. Russ 
Duncan, Bert Ackles, Bill Stauble, 
George Allen, Pete Boylan and Lou 
Knause reported that it took a billy 
|goat to stand the gaff of climbing 
over the hilly Cincinnati courses. 
*s 9 


“Bub” North Movies 


Tt} 

Bus» NORTH had his movie 
projector with him, and he enter- 
'tained a good many conventionites 
with “movies,” one of which was of 
the Washington convention. And, 
‘lest we forget, the pictures were 
flashed on the “Bub” North portable 
silver screen—no wrinkles or dis- 
crepancies of any kind, just perfect 
| reproductions. 
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| HE buyers are coming! You still have time to get the world’s 
finest lawn and garden hose for them. Order right now! 

| Goodyear Emerald Cord Hose, of course. Has no equal for lawn 

and garden purposes. It is built up of double braids of double- 

double cord, with a handsome, tough, flat-ribbed cover that with- 


stands scraping and dragging. 
b 41) 8 CAN You can stand behind Goodyear’s statement that this is the finest 
quality hose on the market. Goodyear is so advertising it nationally 
GET THIS to the public. You may also confidently assure any customer that 
the slightly higher cost of this superfine hose will be absorbed many, 
i many times over in its much longer life and trouble-free service. 
~. E L L | N ds Goodyear Emerald Cord Hose is a widespread favorite among the 
country’s golf and country clubs, who buy on the basis of inbuilt 
economy. The fundamental fact that it is Goodyear built — of 
H QO ~ | D Goodyear rubber — speaks volumes for its quality and value. 
Other Goodyear quality lawn and garden hose 
R | ds H T are Wingfoot, Glide, Pathfinder and Elm brands 
NOW! 

























Hi + ee 





TUNE IN: Goodyear invites you to hear the 

Revellers Quartet, Goodyear Concert-Dance 

Orchestra and a feature guest artist every 

Wednesday night, 9 to 9:30 Eastern Daylight 

time over N. B. C. Red Network, WEAF and 
Associated Stations 


1 
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Who Was Who at Cincinnati 


Arovancz CAR MOVER CO., 


Appleton, 
Wis., Oscar Miller 
ALEXANDER BROS., Philadelphia, J. A. Ma- 
chin 
ALLEN MFG. CO., Hartford, Conn., N. B 
Stekette 


AMERICAN PULLEY CO., 
Brinley, Archie Chandler 
APPLETON CAR MOVER CO., 

Wis., F. V. Jelinske 
ARKANSAS MILL SUPPLY CO., Pine Biuf, 
Ark., W. W. Taylor 
ARMSTRONG BROS. 
Horace Armstrong 
E. C. ATKINS & CO., 
ding, E. S. Norvell, 


Philadelphia, C. E. 
Appleton, 


TOOL CO., Chicago, 
Indianapolis, N. A. Glad- 
K. W. Atkins 


a NES, W. O., INC., Detroit, C. B. Cecil, 
J. H. Flavel 

BASTIAN BLESSING CO., Chicago, F. C. Lane 

BEALS, McCARTHY & ROGERS, INC., Buf- 
falo, A. B. Paull 

BELMONT PACKING & RUBBER CO., Phil- 
adelphia, O. W. Wagner, J. F. Clar 

BEHR-MANNING CORP., Troy, Ne --— = 
Elliot, John M. Cook 

BLACK & DECKER MFG. CO., Towson, Md., 
W. C. Allen, T. H. Belling, W. M. Bray, 


A. M. York 
BLUEFIEL D HARDWARE CO., Bluefield, W. 
Va., E. 


R. Burks 
=, UEFIELD SU PPLY CO., Bluefield, W. Va., 
M. Rish 
BOND FOU NDRY AND MACHINE CO., Man- 


heim, Pa., O. Stangland 
BOSTON WOVEN HOSE & RUBBER CO., 


Cambridge, Mass., H. J]. Behr 
BOTFIELD REFRACTORIES CO., Philadel 
phia, W. B. Smith 


= ER-CAMPBELL CO., 
ith 
BROWN-ROBERTS HDWE 


Alexandria, La., J. L. Pitts 


Detroit, A. R. 
& SUPPLY CO., 


C we. Bae H. & SUPPLY CO., Baltimore, 
G 
CENTRAL 

B. 


G. Rice 
CHICAGO SCREW CO., 
ae PULLEY 


." Ellicson 
cHIC. AG oO ‘rian 


Su PPLY CO., Greenfield, Ky., 


Chicago, A. L. Evans 
& SHAFTING CO., Chi- 
MFG. CO., Chicago, 


H. Bya 
€ INC INN ATI RUBBER MFG. CO., 


Cincinnati, 


P. Darnell 

CLARK, JAMES, JR., ELECTRIC CO., Louis- 
ville, Jas. Clark, Jr. 

CLEVEL AND FILE CO., Cleveland, A. A 
Murfey 

CLEVEL AND TOOL & SUPPLY CO., Cleve- 
land, H. E. Ruhf, F. C. Wittich 

CLEVELAND TWIST DRILL CO., Clevelan 
i P. Jenson, H. Puckhols 
LING-SURFACE CO., Buffalo, W. D. Young 
LIPPER BELT LACER CO., Grand Rapids, 
Mich., W. K. Lee, P. ) Edwards 

COLLIS CO., Clinton, lowa, H. W. Collis 

COLU oe AN VISE & MFG. CO., Cleveland, 
H. F. Seymour 

COLU MBU S BOLT WKS., Columbus, Ohio, 
S. as ark 

COLUMBUS: MeKINNON CHAIN CORP., 
Tonawanda, N. D. S. Brisbin 

CONOVER-M AST. fe ORP., New York, 


Harvey 

Conover, B. P. Mast, H. W. Barclay, R. ¢ 

Conover, E. M. Stanley 

CRANE CO., Cincinnati, G. J. Jones 
i il 


CUNEO PRESS, Chicago, P. J. Wein 
berg, G. Gardner 
CUTTER, Woop AND SANDERSON, Bos 


ton, R. H. Sanderson, W. T. Ryan 


Dexra FILE WORKS, Philadelphia, F. P. 


DE TROUT BALL BEARING CO., Detroit, T 
B. Moc 

DETROIT. SEAMLESS STEEL 
Detroit, S. H. Worrell 

DE VOU, V. N., SUPPLY CO., 
O. Schulze 

DICK, R. & J., CO., 
Keiley, Geo. O. Zimmerman 

DISSTON, HENRY, & SONS, 
H. K. Rutherford, D. W. 

DODGE MFG. CORP., 
O’Hara, W. W 
Beebe, G. C. Mill 

DOERM ANN ROEHRER CO., Cincinnati, Mi 

hael Roehrer 
DONNEL LEY, R 


TUBES CoO., 
Cincinnati, A 
Passaic, N. J., B. A 


Philadelphia, 
Jenkins 

Mishawaka, Ind., F. T 
French, E. S. Grant, C. J 


R., & SONS CO., Chicago 
E. B. Callahan, W. W. Gurr 

DUNCAN, R. C., CO., Minneapolis, R. C. Dun 
can 


Boast AKRON HARDWARE CO., 
M. Pergrin 


Akron, 


‘ 
Farrnanks CO., New York, J. A. Cleary, 
pA ot ee W. T. Rogers 

FERRY CAP & SET SCREW CO., 
H. D. North, H. A. Hall 

FITLER, EDWIN H., CO., Philadelphia, L. R. 
Albert 

FLEXIBLE STEEL LACING CO., Chicago, 
J. S. Fitzgerald, H. L. Coats 

FT. WAYNE PIPE & SUPPLY CO., Ft. 
Wayne, Ind., J. H. Schroeder 
FREDERICKSEN CO., Saginaw, Mich., H. L. 
Limbach 

FULTON SUPPLY CO., 


Clez eland, 


Atlanta, Geo. Winship 


Seeeeee eee. 





Hes Kuhn, retiring president of the 

National Association, was presented 

with a desk clock in appreciation of 
his good work. 


; CO., Salt Lake City, Utah, J. 


r. Potts 


GILMER, L. H., CO fees, C. H. Bauer 

GOODRICH, B. F.. RUBBER CO. Akron, 
Chester Conner, Ralph McPeake 

GOODYEAR TIRE & RUBBER CO., Akron, 
C. P. Parker, H. E. Langdon, C. P. Joslyn 

GRATON & KNIGHT CO., Worcester, Mass., 
J. C. Ruf, F. H. Willard, C. O. 


a Drayton 

GREAT LAKES SUPPLY CO, Chicago, C. A. 
Channon 

GREENE TWEED CO., New York, F. J. Hill 

GREENFIELD TAP & DIE CORP., Greenfield, 
Mass., W. B. Du Mont 


Alaxow ARE & SUPPLY CO., Akron, H. 


Kuhr 
HARRIS, "SAMU EL, & CO., Chicago, W. H 
Cla 
HEWITT-GUTTA 
Buffalo, J. H. Hayden, J. N. 
HIBBARD, SPENCER & 
Chicago, C. K. Gartner 
HOLLIDAY, W. J., CO., 
Bradley. GT... Stalker 
HOLO-KROME SC REW 
Conn., W. ¢ Stauble, R. 
HOOV EN & ALLISON CO., 
Mitchell 


PERCHA a — co., 


BAR’ TL ETT €O., 
Indianapol:s, C. H 
CORP., 


Gregory 
Xenia, Ohio, Lee 


| ne mere MATIC TOOL CO., 
Chicago, J H 
INDIAN APOL - BEI TING & su PPLY CO., 
Indianapoli i. M. Bockstahle 
BRUSH & 
W 


INDIAN APOL 1s BROOM MFG 
co. aerenpenes, Lemaux, R. C 
Robert 

INDUSTRIAL SUPPLY CO., Terre Haute, 
Ind., H. R. Ireland 

; en BROS., New York R. White 


ts 
JONES. W. A., FDY. & MACH. CO., 
W. H. Ostring, J. A. Sizer 
JOYCE-CRIDLAND CO., Dayton, Ohio, H. B 


Burlow 


Chicago, 


Hartford, 


er HDWE. & MILL + alata coe., 
Battle Creek, Mich., R. F. Kendall 

KEYSTONE LUBRICATING “COMPANY, 
Philadelphia, V. Berguson, H. W. Allen, H. 
A. Buzby, G. W. Hall, F. W. Allen, Jos. H. 


Yerkes 

KEYSTONE PIPE & SUPPLY CO., Butler, 
Pa., M. A. Berman 

KINSEY, E. A., CO., Cincinnati, 
drews, R. Easton, W. J. 
Radcliffe 


E. B. An- 
Radcliffe, W. W. 


Lsansox & SESSIONS CO., Cleveland, H 

. Al s 

LEU, HARRY P., INC., Orlando, Fla., H. P. 
eu 

LEWIS SUPPLY CO., Memphis, T. W. Lewis 

LINK BELT CO., Indianapolis, R. S. Dyson 

ae HDWE. & SUPPLY CO., Logan, W. 


G. T. McTigue 
LOUISVIL LE SANITARY WIPERS CO., 


Louisville, D. H. Silverstein 
LUNKENHEIMER CO., Cincinnati, D. C. 
Jones, H. A. Burdorf, L. J. Bradford, Fred 
Burling 


Manpocs & CO., Philadelphia, P. G. Mad- 


Mec SXFFREY FILE CO., Philadelphia, C. W. 
Bellingrodt 


McCLUNG, o a Tenn., 


C. Le 
McGOWIN- LYONS HDWE. CO., Mobile, Ala., 
PUB. CO., INC., New York, 


Mark Lyons 
McGRAW-HLLL 
W. E. Kennedy, N. O. Wynkoop 
McKAY CO., Pittsburgh, M. R. Peck 
MECHANICAL POWER ENG. 
New York, V. A. Hanson 
MECHANICAL RUBBER CO., 
B. F. Ruether, J. F. Rawls, H. C. Hicks 
MEDART CO., St. Louis, F. P. & 
os & CO., C. S., New 
E. B. Hunn 
MILL SUPPLIES, Chicago, A. E. Paxton, J. 
A. Channon, H. Ehrlich, A. M. Morris, E. N. 
Grantvedt, G. Pomeroy, C. A. Smith 


& CO., Knoxville, 


Haven, Conn., 


MINNESOTA MINING & MFG. CO., St. Paul, 


G. H. Halpin, A. E. Kimball 

MOORE-HANDLEY HDWE. CO., Birmingham 
J. M. Bates 

MORRIS, E. K., & CO., Cincinnati, W. W. 
Mo 

MU RDOC K, M. F., CO., Akron, M. F. Mur- 
dock 


Pl aveonat WASTE CO., Chicago, C. R. 


Lang 
NEILL-LaVEILLE SUPPLY CO., 
F. Pfeiffer 
NICHOLSON FILE Co., 
L. Pond, W. W. 
NOTT, W. S., CO., 


borough 


Louisville, 


Providence, R. I., W. 
Anderson 
Minneapolis, E. M 


Owe BALL BEARING CO., Cleveland, J. 


M. ey Yas 

OHIO VALLEY PULLEY WORKS, _INC., 
Maysville, Ky., S. P. Browning, L. L. Brown- 
ing 


OL IVER IRON & STEEL 


CORP.., 
F. P. McEwen 


Cincinnati, 


OSBORN MFG. CO.. Cleveland, L. H. Weber. 
C. W. Titgemeyer, Ben Forker 

OSTER MFG. CO., Cleveland, A. S. Gould 

OTTEMILLER, WM.. CO., York, Pa., 
Ottemiller, W. H. Ottemiller 

P sexes CHARLES, CO., Meriden, Conn., 


George Allen 
PATTERSON SARGENT CO., 
H. McBride 
PATTISON, W. M., 
P. O. Boylan 
PEDEN CO.. Houston, Tex., D. D. 
PIDGEON-THOMAS IRON CO., 
Phil Pidgeon 


Cleveland, W. 
SUPPLY CO., Cleveland, 


Peden 


PIERCE HDWE. CO., Taunton, Mass., B. L. 
Pierce 

PITTSBURGH SCREW & BOLT CORP., 
Pittsburgh, W. T. Kilborn, R. D. Baker, G. 
Garvey 

PLYMOUTH CORDAGE CO., N. Plymouth, 
Mass., T. O. Worth 

POSITIVE LOCK WASHER CO., Newark, 
N. W. B. Pickup 


— ‘i. i Wee, CC., 
E. Gnann 
PYRENE MFG. CO., 

Boucher, W. L. 


Cincinnati, J. Coombe, 


Newark, 
Ferrier 


N. f.,. G & 


O Dace CITY SUPPLY CO., Cincinnati, G. 


Puchta, L. Puchta 
QUIGLEY CO., INC., New York, W. 


S. Quig- 
ley, W. H. Gaylord 


ASSOCIATES, 


Passaic, N. J., 


Golds- 


Memphis, 
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75 Years of Progress 


in the manufacture of 


POWER TRANSMISSION 
MACHINERY 








= 75 years the T. B. Wood’s 
Sons Co. has concentrated on the 
manufacture of power transmission 
machinery. That’s the reason for the 
efficiency, the economy and the up-to- 
dateness of Wood’s products. That’s 
why hundreds of industrial engineers 
insist on plant standardization on 
Wood’s equipment. 


Distributors who handle Wood’s com- 
plete line of Power Transmission Ma- 
chinery are ideally situated to profit by 
the present day trend toward plant 
modernization. Wood’s products fill the 
industrial user’s most exacting require- 
ments. Wood’s sales policy is a concrete 
recognition of the importance of the dis- 
tributor and his right to a satisfactory 
profit and effective sales cooperation 
from the manufacturer. 


T. B.Wood's Sons Co. 


Chambersburg, Penna. 


Shafting Cut Gears Ball Bearings 
Hangers Pulleys Flexible Couplings 
Couplings Pillow Blocks Friction Clutches 
Rope Drives Speed Reducers Belt Contactors 
Cast Gears Conveyors Grooved Pulleys 


Gray Iron, Semi-Steel, Brass and Aluminum Castings 
TEXROPE DRIVES 





MILL SUPPLIES 





AYL CO., THE, Detroit, B. H. Ackles 


KEADING-PRATT &C ADY, Bridgeport, Conn., 
A. W. Taggart 
REED MFG. CO., Erie, Pa., P. D. Wright 
R ro UBLIC RU BBE R- CO, Youngstown, Ohio, 
S. Dollison, F. H. Howard 
REP U BL no STEEL ( “ORP., Youngstown, Ohio, 
G 


Clifford 
RIEC HM . C ROSBY CO., Memphis, R. Al- 
' | cott, T. C. Guinee 
| ROSS-WILLOUGHBY CO., Columbus, Ohio, 
W. C. Hunter 
| Bas ANTONIO MACH. & SUPPLY CO., 

San Antonio, C. C. Krueger 
SCALL _ SUPPLY CO., Cincinnati, J. A. 

Scallar 
sc HIEREN, CHAS. A., CO., Chicago, W. T. 

Bogart, H. A. Giese } 
SEES & FABER CO., Philadelphia. R. W. Sees } 
SIMONDS SAW & STEEL CO., Boston, R. A. 

Shaffer 


S. K. F. INDUSTRIES, New York, D. W. 
McAllen 

SKILSAW, INC.. Chicago, E. W. Ristau 
SKINNER, M. B., CO., South Bend, K. G 


Merrill ie . ints ; ; 
SL sod sean STORE Co., St. Louis, S. D. 
Ce 
SMITH-CoU RTNEY CO., Richmond, Va., A. 


M. Sm | 
SOMERS. *ITL ER & TODD CO., Pittsburgh, | 
W. T. Todd, W. T. Todd, Jr.. K. R. Todd ’ 
STANDARD ELECTRIC TOOL CO., Cincin- 
nati, G. H. Feltes 
STANDARD TOOL CO.. Cleveland, W. P. Ross 
STANLEY ELECTRIC TOOL CO., New Brit- 
ain, Conn., L. H. Bellows, L. M. Knouse 
STANLEY WORKS, New Britain, Conn., W. 
R. Fletcher 
STOCKHAM PIPE & FITTINGS CO., Bir 
mingham, R. L.. Stewart | 
STRELINGER, CHAS. A., CO., Detroit, C. E. 
Allinger 
STRONG, CARLISLE & HAMMOND CO., 
. . . : Cleveland, E. E. Stevan 
While shouting from the house-tops is considered good ad- SUPERIOR SUPPLY CO., Bluefield, W. Va., i 
vertising, particularly if justified—actual concrete facts carry 


F. M. Archer, C. E. Lilley 
much more conviction. 


SYRACUSE SUPPLY CO., Syracuse, P. Rid- 
ings, H. E. Torell 

Instead, therefore, of merely piling adjective upon adjective, 

which anybody can do, we offer 








— 


Pee 


| AYLOR, H. D., CO., Buffalo, T. H. Me- 
Dougal L 
TAYLOR, S. G., CO.. Chicago, E. W. Tay'or 


TAYLOR, WM. H., CO., Allentown, Pa., G. F. 
Bahnson 
pe | TAYLOR IRON WKS. & SUPPLY CO., 


Macon, Ga., J. W. Fulghum 





it 




















: ‘ TENNESSEE MILI. & MINE SUPPLY CO., 

so shopmen and mechanics can try and test them to their pms ~ sags L. Miller j 

hearts content and find out for themselves how unbelievably bi aig EY — ‘SUPPLY CO, Charlitte, N. i 

strong they are. TIMKEN ROLLER BEARING CO., Canton, ; 
. . Ohio, W._H. Richardson 

Better write us and find out how we work this Free Sample TOLEDO WHEELBARROW CO., Toledo, F. 


B. Anderson 
TURNER SUPPLY CO., Mobile, Ale., H. M. 
Schramm 


stunt because if you were only willing to try it you would be 
amazed at the business to be had in the 














_———- VALVE & FITTINGS CO., 
Cleveland, S. R. Mitchell 

UC. S. ELECTRICAL TOOL CO., Cincinnati, 
R. H. Clore 





UNBRAK 


aie, Pn 














a V AN DORN ELECTRIC TOOL CO.. Tow- 

son, Md., R. G. Horner, W. J. Fenwick 

VICTOR SAW QVORKS, INC., Middletown, 
Ww 











ross 


Ae 2 E. 
VONNEGUT iTARDW ARE CO., Indianapolis, 
We Also Make E. G. Vonnegut ndianapol 


VORTEX MFG. CO., Cleveland, Ohio, A. E 
*“*HALLOWELL” Steel Work-Benches Williams 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Portable W 
* HALLOWELL” Steel-Wood Work Benches ALWORTH CO New York, W. E. 
“HALLOWELL” Steel-Wood Work-Tables ‘ Stevens 
*“HALLOWELL” Steel Bench Drawers ’ WESTERN AUTOMATIC MACH. SCREW 
**“HALLOWELL” Steel Chairs and Stools , CO., Elyria, Ohio, L. S. St'llwell 
*“HALLOWELL” Foremen’s Desks ‘ WHITE TOOL & SUP Pp LY CO., Cleveland, 
“HALLOWELL” Steel Shop-Furniture : H. C. Ellsworth 
* HALLOWELL” Steel Floor Trucks 3 ’ WHITMAN & BARNES, Detroit, E. R. Smith 
“HALLOWELL” Steel Lift-Truck Platforms , WICKWIRE SPENCER STEEL CO., Cleve 
‘ land, C. C. Harris 
WILLIAMS, D. T.. VALVE CO... Cincinnati, 
R. E. Mullane, F. X. Pund, A. G. Muhlhauser, 
H. i) Ernst, T. F. Boyle, J. F. Mullane 
WILLIAMS, J. H., & CO., New York, 
Williams 
WOODINGS, VERONA TOOL WKS., Verona, 
—— le Ss 5 Po re. Pa., R. T. Woodings 
BUY IT FROM THE DIZTRIBUTOR » » wood: > in § yone > CO., Chambersburg, 


enn ta A A cen Te 


Uh a __! 














H Fishe 
WORTHING TON, 'G EORGE, CO., Cleveland, 
A. Gaehr, H. H. Riddle 
WRIG aT MFG. CO., York, Pa., R. C. Blair 
STANDARD PRESSED STEEL CO ft | 
” ALE & TOWNE MFG. CO., Philadelphia, 
A. Dewey 
BRANCHES BRANCHES 

- you NG & VANN SUPPLY CO., Birmingham, 

tnicaco «=: VENKINTOWN, PENNA. pew xoltlsco W.M. Given aac 
DETROIT BOX 519 ST.LOUIS YOUNGSTOWN SHEET & TUBE CO., 


Youngstoten, Ohio, G. W. Chrictopher, W. W. 
Ford, E. S. Rooney, H. R. Williams 
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| DON’T 
| SELL 


| ToL Ne BR eee. . sell them 
NEW EFFICIENCY, 


LOWER OPERATING COSTS, 
NEW SAFETY... 










Topay, most manufacturers 
are not thinking in terms of new equip- 
ment.. . aay are looking for anything 
which will cut their operating costs .. . 
give them new efficiency ... new speed 


.-. increased safety. 


Al-Lite is the only hand-powered hoist 
embodying the features of TOMORROW! 
. the only hoist that has all the fea- 


tures buyers are interested in today. 


Show Al-Lite to your prospects. They'll 


be surprised 


IT COSTS NO MORE 















Aas CHISH MOORE 
lighter — 
l ies g 


by TROLLEYS 
TONAWANDA, N.Y. 


(Division of Columbus-McKinnon Chain Corp.) 


xum 5 





(Continued from page 11) 

“This platform is the basis for the endorsement given 
to the committee in two triple conventions, and it is fair 
to assume that this endorsement was given because those 
representative members of the distributor and manufac- 
turing organizations believed that the accomplishment of 
the objects set forth would prove beneficial, profitable 
and even vital to the very existence of the industry. 

“It is rather surpris- 
ing, therefore, that a 
contributor should find 
in successive issues of 
the Co-ordinator and in 
the convention issue of 
a leading trade paper, 
articles justifying the 
past activities of the 
committee of the indus- 
try appointed by the duly 
elected officers of the 
three associations, and it 
is even more surprising 
that one of these articles 
should be headed, ‘The 
Committee’s Answer to 
the Industry’s Challenge.’ 
This answer to the in- 
dustry’s challenge is most 
amazing because it is a 
challenge from an indus- 
try which has not quali- 
fied as a challenger to 
a group which is entitled 
by past accomplishments 
to the privilege of scru- 
tinizing very carefully the qualifications of a challenger. 

“Your Joint Merchandising Committee originally sub- 
mitted to the industry certain recommendations which 
were accepted. Your Committee agreed that if a certain 
sum of money and a certain amount of cooperation were 
placed at its disposal that it would accomplish for the 
industry those certain promised results which it was 
agreed would be of benefit to the industry. Your com- 
mittee has more than met any challenge, because it has, 
with a small part of the means promised, accomplished 
many things, which, while falling short of the original 
objective, have unquestionably been beneficial and profit- 
able to every contributor. The Committee, however, has 
failed to carry out its recommendations, and is at bar 
answering a challenge from the industry which appointed 
it to serve under definite conditions which the industry 
itself has failed to meet. 

“T am not in sympathy with the contributor to any 
cause who makes his contribution so that he can qualify 
for the anvil chorus. There are always some contribu- 
tors who criticize rather than cooperate. Perhaps they 
have their own definition of cooperation. I do feel, how- 
ever, that the future of the Joint Merchandising Com- 
mittee is in the lap of this convention. It is either going 
to start after this convention and carry into effect the 
plan originally decided upon with credit and profit to all 
concerned, or it is going to start on the downward path 
to dissolution. 

“In my humble opinion there is only one way to do 
this important job, and that is for each of the Asso- 
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Manufacturers G. H. Halpin and 
James R. White appear to be in 
good spirits despite the prolonged 

business depression. 


ciations to put everything they have into this plan; to 
take it out of the orphanage and establish it within the 
family circle. The entire attention of the able and hard- 
working committee under its general manager should be, 
from this time on, concentrated upon the execution of 
the plan, rather than upon justifying and reselling what 


I am sure everyone here believes to be the first definite, - 


workable and effective program of co-operative mer- 
chandising ever made available to distributor 
and manufacturer alike. 

“At the Washington convention, the com- 
mittee was asked when the advertising pro- 
gram originally proposed would start. The 
answer at that time was that it would start just 
as soon as the necessary funds were available. 
We all want this advertising, we know that we 
are not on the way until we start it, and yet, 
if this question is asked again today, the 
answer must be the answer made a year ago, 
‘Where is the money ?’ 

“If we go on as we are, it is going to be 
more difficult as time elapses to explain why 
the program has not been started. It is true 
that many things have been accomplished by 
the committee with the means at hand. It has 
issued charts; provided a slogan and incor- 
porated it into an attractive logotype which 
can be used by contributors; obtained a great 
deal of co-operation from the trade-press, and 
solicited and obtained a great many subscrip- 
tions. Some contributors have used the charts 
and logotypes that the committee has made 
available, yet many have not. Too many sub- 
scribers are riding on the wagon, but dragging 
their feet. 

“At the next convention let us have placed in a con- 
spicuous place an exhibit of the advertising, both 
publication and direct mail, and let our committee tell 
us what has been accomplished and how we can make 
the program which is under way of greatest value to 
each of our own organizations. Your general manager 
can devote his time to merchandising the plan and 
making it effective; your committee can be applying its 
knowledge and experience to the solution of the indus- 
try problems. 


‘6 F we continue to sit back and watch the efforts of 

our committee and a few enthusiasts among the 
contributors and continue to challenge them when they 
should properly be challenging us; if we scan each 
report with a critical eye and seek to find what we 
have obtained in return for our money, we will be dis- 
appointed, because this is a program that requires con- 
certed action—a contribution of both money and effort. 
It is our job, and we must do it. We cannot delegate 
it to others and expect to realize maximum benefits for 
our own business.” 

R. M. Gattshall, the concluding speaker on the session 
given over to the Joint Merchandising Committee 
activities, reviewed what had transpired since the Mem- 
phis Triple Convention. He pointed out how the indus- 
try at Memphis in convention assembled had put its 
stamp of approval on the idea of putting into operation 
a movement designed to enhance the distributor’s posi- 
tion in industry. He told how (Continued on page 41) 
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Awe time ago we had the pleasure of passing 
on five inquiries to one of our distributors in a 
leading Middle Western city. 


2 


This incident proves two things conclusively: 


All were from other mill supply houses in this dis- 
tributor’s exclusive territory. Each gave our distrib- 
utor a good lead toward the establishment of a sub- 
dealer account, under our arrangement which provides 
good profits for all concerned. 


That many leading distributors in every section 
have awakened to the sales and profit opportun- 
ities offered by the REGAL line. 


That Le Blond is serious in its announced plan 
of protecting its distributors and giving them 
all possible sales assistance. 


It's Not Too Late to Investigate! 
We May Need a Distributor In Your Section! 


THe R. K. LEBLOND 


MACHINE TOOL 
CINCIN 


Write today for com- 
plete information on 
the REGAL Lathe and our 
straight-forward plan _ for 
marketing it through the 


distributor. 


You will be enthused when 
you know the whole story. 
But don’t delay. Inquire 


immediately. 


¥ 
Res 














: ‘ 
U.S. 


fae 


The LeBland REGAL Geared 
Head Lathe finds a_ receptive 
market among industrial plants, 
machine shops, parages, schools 
and home workshops in every 
territory. It is popularly priced, 
and can be sold successfully by 
distributors’ salesmen, without 
engineering knowledge. Ask for 
a copy of our new booklet, 
“Running a Regal.”’ It will con- 
vince you that you have a real 
opportunity for sales and profits 


with the Regal. 





CoO 
Py * 


A . 


turned over toa distributor of 


REGAL LATHES 
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_ Nearly a century ago when many of our great 
industries were learning to toddle . . . years before some 
of them were born... New York Belting & Packing 
Company was founded. 


For four generations this company has kept pace with 
the progress of industry ... has gained and cherished 
the faith of those men who have contributed to the 


nation’s industrial development. 


During this period New York Belting & Packing 
Company has had the unqualified support of outstanding 
distributors in the industrial world, some of whom have 
handled N. Y.B. & P. products for more than fifty years. 





vet 
i ee 
ag 


Five major sales service districts have been organized 
with resident personnel in each. 


Adequate warehouse stocks established at strategic 
locations are serving these districts. 


Aggressive national advertising is being used to 
support our distributors sales activities. To this will 


New YorK BELTING 


ell PASSAIC ST. 


—~ + ore: 


; 
' 
; 


| 
| 
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justifiably proud of these distributors’ support and 
an enviable record of long leadership in the manufacture 
of mechanical rubber goods, New York Belting & 


Packing Company announces a new policy. 


This new policy is to sell and distribute the 
complete line of N. Y.B.&P. Mechanical Rubber Goods 


As Distributing Connections are formed in territories 
where we are not now represented, concentrated effort 
will be made to convert into those channels the plus 
volume of business represented by the established con- 
sumer demand for N. Y. B. & P. products. 





be coupled a comprehensive direct mail sales promo- 
tion program localized in behalf of each distributor of 
N. Y. B. & P. products. 


A complete line of Mechanical Rubber Goods kept 
apace with modern industrial developments by a 
renowned technical and laboratory organization is 
offered the N. Y. B. & P. Distributor. 


& PACKING (©. 


PASSAIC,N.J. 
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The Cleveland File 
Co. has available 


open territories in 
several districts. Per- 
haps you are located 
in one of them. Write 
for complete infor- 
mation, 


DECLARATION 
OF POLICY 


HE CLEVELAND FILE CO. is firmly convinced that the 
greatest mutual benefit comes through the close cooper- 


ation of the manufacturer as a producer and the industrial 
distributor as a sales outlet. 


The Cleveland File Co. believes in the policy of selling its 
products through bona fide distributors. 


The Cleveland File Co. realizes the fairness of close cooper- 
ation with its distributor outlets. 


The Cleveland File Co. offers the selection of three estab- 
lished and recognized brands "SUPER DUTY"—"CLEVE- 
LAND'"—"BLUE STAR"—production tools for industry. 


The Cleveland File Co. recognizes the economic advantage 
of local distributorship and its own responsibility in main- 


taining quality, proper prices, satisfactory service and com- 
plete sales cooperation. 


The Cleveland File Co. will appreciate your 


consulting them regarding their distributor 
plan. 
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| |JFATRBANKS 
| a ssaninictiscsi ate lanatatioa ; 
| O | Renewable 
3 | Bronze and Semi- 
| Steel Globe, Angle, 
| 
A | Gate, Check and 
t ! 
} | 
L | “Sphero” Valves 
| | 
66 ” 
I | Dart | Bill Gurr and E. B. Callahan of the cata- 
| log department of R. R. Donnelly admire 
| Bronze-to-Bronze the birdie in Duke Smith’s camera. 
| ; 
| * 
| T | Seat Unions and Merchandising Committee’s 
— Report to the Convention 
Y | Fittings | (Continued from page 36) 
| Contribute Largely to the Committee brought into being at 
Pi g Memphis, had worked to get a con- 
| 2 the Efficient structive program under way, recoll- 
| ing the Washington Convention in 
| Pp Operation of Many 1931 at which the eff rts of the Com- 
. a mittee were most vigorously applaud- 
| Industrial Plants ed. Again at Washington, the Com- 
R | mittee was instructed to proceed with 
| Throughout the the program. It did so, and finally, 
after the movement had gotten to the 
| Country point where it needed a man’s full 
time to direct its activities, set up a 
central office with an executive man- 
| ” ager in charge. Mr, Gattshall went 
on to enumerate the accomplishments 
— Also — of the central office. 
| A complete line of Hand Trucks, Truck Wheels, * epee - rehat the: pur: 
| Casters, Push Carts, Fibre Cars, Wheelbarrows, Drag sage Se , 
and Fresno Scrapers 2. Established the Co-ordinator 
which reaches 6,000 firms monthly. 
C | 3. Through the Co-ordinator, the 
economic importance of the distribu- 
| tor is stressed and the need for 
| cooperation between manufacturers 
and distributors pointed out. 
| “4. Printed 17 charts containing 
facts concerning the distributor’s 
place in industry. 
| ‘5. Secured the aid of more indi- 
| Ask Your Dealer For Prices viduals in promoting the welfare of 
| Manufactured by the industry than have ever before 
gotten together for a single purpose 
The FAIRBANKS Company | in the history of the industry. 
BOSTON NEW YORK PITTSBURGH “6. Caused some manufacturers to 
Factories: | change their sales policies. 
Trucks and Barrows, Rome, Ga. Valves, Binghamton, N. Y. | “7. Caused some manufacturers to 
DISTRIBUTION EVERYWHERE launch national advertising cam- 
en — = | paigns to and for the distributor. 
waren. 


XUM 





42 MILL SUPPLIES 





CAPITAL 
ee Red Cap" 


Brushes and Brooms | 


. 
ae oe 





For Their 
Leadership 








= s 
Practically every in- Q u a | 1 t 1 ] 45 


dustrial requirement 


ca Line i Make Them Sales | 
Commanders in | 
\ our March on Profits | 








\ When it comes to sales leadership | 
| . today, you can place CAPITAL | 
3 

\ “Red Cap” Brushes and Brooms | 

Es at the head of the line. They’ll 
\ \ command the attention of | 
One of our Fast % | 

CAPITAL Selling Push Brooms % 


\ your most discriminating | 









quality and ‘ ), buyers—bring you the sales | 


: | 
completeness that mean a real margin 


plus the CAPI- > \. of profits. They are sales 
commanders that will | 


TAL policy of ¥ 4 
strict distributor \ i 
support make your : 


Floor Brush that 
aul bring repeat 
sales 


make your brush and 


\ broom business 


sales efforts easy, and \ worthwhile. 


sales concentration 


really worthwhile. Send 
for our Catalog 17 and 
the details of our sales co- 
operation plan that has stood 
the test of years. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 








| 
| 
| 
| 
| 


126 Brush Street Indianapolis, Indiana | 
PRN) HOROMIA on DMR RE LL TT. 





A hustling Chicago distributor and his 
charming wife, Mr. and Mrs. E. H. Math- 
ews of the Max. A. R. Mathews Company. 





“8. Caused some manufacturers to 
start promotional campaigns for the 


distributor. 


“9. Caused some manufacturers to 
start educating their salesmen on the 
distributor’s importance to industry. 

“10. Caused some manufacturers 
to talk with their purchasing agents 
about the value of distributors. 

“11. Caused some distributors to 
revamp their buying policies. 

“12. Caused some distributors to 
make changes in their house organs 
and catalogs. 

“13. Caused some distributors to 
change the tone of their sales con- 
ferences. 

“14. Caused some distributors to 
change their sources of supply. 

“15. Brought about a changed 
attitude between distributors and 
their competitors. 

“16. Brought about a _ changed 
attitude between some distributors 
and their sources of supply. 

“17. Caused many firms to imprint 
on letterheads, invoices, and shipping 
tags, the industry slogan and charts 
proving the necessity of the dis- 
tributor. 

“The central office,” Mr. Gattshall 
went on, “has done all these things 
in nine months and the only reason 
results have not been even greater is 
because the members of our industry 
—distributors and manufacturers— 


| haven’t done their part. 


“The men who compose this indus- 
try have been neither good followers 
nor good leaders. Many have not 
subscribed to the program. Many 
others have done nothing but sub- 
scribe. 

“The accomplishments of the Com- 
mittee lend assurance to the belief 


_ that success will follow a strong, per- 


sistent continuation of the work. If 


| you believe that, give the program 


your full-hearted cooperation.” 
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ld make tntiS 100 SCCM SMaALLCT 


Mechanics know when a file is good and when it 
isn’t. And when they step up to a filing job with a 
second rate file in their hands, the job looks bigger 
than it actually is. 


Mechanics have confidence in Black Diamond Files. 
They know that every Black Diamond File is the 
product of long experience, careful workmanship 
and rigid inspection. They know that Black Dia- 
mond Files can be depended upon to remove 
stock rapidly and to finish a filing job smoothly. 


There are no inferior BLACK DIAMOND FILES. 


BLACK DIAMOND FILES 


NICHOLSON FILE CO., PROVIDENCE, A.1., U.S.A. 
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KEEPING POSTED » » 


Newsy facts about industrial distributors 


R. C. Neal Takes on Penn Rivet 
Line 

A line of tubular and split rivets, 

manufactured by the 

Company, 


Penn Rivet 
Philadelphia, has been 
taken on by the R. C. Neal Company, 
Buffalo. This distributor has just 
put into stock in Buffalo a complete 
line of carriage and machine bolts, 
which added to the other items of 
wire and screw products already car- 
ried, gives one of the most varied as- 
sortments of bolts, nuts, screws, 
washers, etc., in Central and Western 
New York State. 


oo = @ 


New Location for Taylor & Farr 

Taylor & Farr, of Philadelphia, 
who represent the J. E. Lonergan 
Company of that city in the South, 
has located a branch at 411 S. Peters 





Street, New Orleans, with J. Ulmo 
Farr in charge. 

Mr. Farr, who is a Georgian, is 
widely known throughout the South, 
and has sold the “Lonergan Line” 
of steam specialties for the past two 
years. He will cover the territory 
south of the Potomac and east of the 
Mississippi and also the states of 
Oklahoma, Arkansas and Texas. 

Here’s to a Speedy Recovery, 

“Gatch” 

Ralph M. Gattshall, executive- 
manager, Joint Merchandising Com- 
mittee, who left a sick bed to attend 
the Cincinnati Triple Convention, has 
had a relapse since his return home. 
He has been confined to his bed with 
a severe head cold and for a time 
was threatened with a double mas- 
toid. 





Some young old-timers in the supply business can be found with Pedersen Bros. Tool 

and Supply Company, Chicago. They are from left to right: J. Howard Johnson; 

F. E. Cutter; Louis A. Pedersen; Ben Burback; Henry Hock, representative, Henry G. 

Thompson Company; F. O. White, and Wm. Pedersen. The firm was established four 
years ago by the two brothers, who are a couple of hustlers. 
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Under the care of two doctors, 
Mr. Gattshall has not been permitted 
to see anyone outside of his immedi- 
ate family. For nine days he was 
unable to hear. 

Undoubtedly the strain of getting 
the activities of the central office 
under way, working 12 to 14 hours 
daily, left Mr. Gattshall in a weak- 
ened condition. While still a sick 
man, he hopes to be back on the job 
again soon. Ralph's many friends 
throughout the industry wish him a 
speedy recovery. 

* & 


Badger Belt Takes on Manhattan 


Line 
The Badger Belt and Supply Com- 
pany, Milwaukee, now represents 


The Manhattan Rubber Manufactur- 
ing Division of Raybestos-Manhat- 
tan, Incorporated, in Milwaukee and 
the adjacent territory, carrying a 
complete stock of mechanical rubber 
goods, 


* * * 


Northern Machinery Expands 

The Northern Machinery and Sup- 
ply Company, Minneapolis, has _re- 
cently been appointed distributor for 
the Harnischfeger Corporation, Mil- 
waukee, and will distribute P & H 
Cranes and also Milwuakee Cranes 
and Hoists. 

In addition this company has also 
taken on the sale of “Sorwal” indus- 
trial filters, manufactured by the Fos- 
toria Machine and Tool Company, 
Fostoria, Ohio, and the baking 
equipment line manufactured by In- 
ternational Engineering, Incorpo- 
rated, and United Aluminum Prod- 
ucts, Incorporated, Dayton. 

In line with their expansion pro- 
gram, approximately 50% additional 
office and warehouse space has been 
added. 


* * * 


Perth Amboy President Dies 

Announcement is made of the death 
of Ingfred T. Madsen, president of 
the Perth Amboy Hardware Com- 
pany, Perth Amboy, New Jersey, on 
Sunday, April 24, 1932. 
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NlewALLEN 3 


SCREWS 


















nlOLLOW 





°/Chrome , 
Mo-lyls-clen-um 
/50% STRONGER 
(25% HARDER 
than fun er ALLEN SCREWS 


/ THESE improved Hollow Screws would mean little to you were it not for the 
J strict Jobber policy governing their sale. For 22 years ALLEN has adhered te 
‘ distribution through mill supply houses. Today ALLEN holds to a Jobber policy 

and of almost equal importance a PRICE policy to assure your profit on the Jobbe 














f policy. . . For a Jobber policy without Jobber-PROFIT is a “talking point” that is all tal 
Fi without point. Our friends in the trade know “Allens” as the Distributor’s own line 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. W.§.A. 
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QUALITY | 
REMEMBER MIL AUKE MEANS BRUSH EXCELLENCE | 
anne BRUSHE “aan 





ALICE 
Black Fibre Center, Black Horsehair Casing a Sf} gy 


ALENE 
Grey Fibre Center, Grey Fibre Casing D 


— with 


Good Quality Genuine Bassine Fibre, 
Heavily Filled 


Milwaukee Industrial Brushes 


Te Milwaukee floor brushes, for example. Here is a well | 








rounded, thoroughly efficient section of our line that has a 

market in absolutely every industrial plant in your territory. 
With a little concentration, you can write several orders every day 
—at genuine profits. 


Our successful distributors in all parts of the country will testify 
that sales can be made steady and profits constant with the Mil- 
waukee Brush Line. 


Every plant has a Brush problem. If you can solve it—with Mil- 
waukee's assistance — it 
means profit for you. 
We will be glad to an- 
alyze the business in your 


territory. May we help 
you? IRENE | 


Mixed Grey Horsehair Center, Pure Black 
Horsehair Casing 





Brushes and Brooms 
Hand and Power Operated 





Bristle 
. ADA 
Wire Selected Grey Mixed Fibre 
Fibre emu sm 
Special Brushes Made to Order 


Write for Catalog No. 29 and 
details of our distributor plan 





JENNIE 


Selected Pure Palmetto Fibre, Wire Fastened 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 
MILWAUKEE 
WISCONSIN 








Land Ho! These jolly tars, William 
Pankow and David Probert, salesmen of 
the George A. Myers and Company, Incor- 
porated, Paterson, New Jersey, are moored 
alongside the first submarine that ever 
made a successful under-sea trip. The sub, 
they tell us, was rescued from a junk yard 
by a public-spirited citizen of Paterson, 
who exhibited it in a local park. Pankow, 
by the way, is high man for volume, and 
Probert’s sales for 1931 were above those 
of 1930. 


Aird-Don Distribute New Catalog 
The Aird-Don Company, Troy, 
New York, is showing steam sup- 


| plies, pumps and refrigeration for 
| industrials in a catalog of 228 pages 
which is being distributed to the 


trade. The catalog was prepared by 
R. R. Donnelley & Sons Company, 
Chicago. a a 


L. F. Biggs Resigns 
L. F. Biggs, secretary and treas- 
urer of the Southern Supply Com- 
pany, Jackson, Tennessee, for the 
past eight years, has resigned. D. A. 
McCutcheon has been elected secre- 


| t ary-trea surer, 





In 1921, A. P. Jurgens, president, A. P. 
Jurgens Company, St. Paul, started busi- 
ness on a “13 months a year” calendar 
basis. He has operated on that schedule 
ever since. His company specializes prin- 
cipally in power transmission lines. 


a 
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PROVISIONS ARE COMPLETE 





FOR SERVING DETROLINED CUSTOMERS 


Every possible provision for serving DETROLINED 


bushing users and prospective users has been made. 


The facilities of our engineering department are at 
the disposal of customiers. In our warehouse is 
a complete range of standardized DETROLINED 
Bushing Stock sizes in lengths up to 3 feet. 


Don’t overlook the economy advantages of DETRO- 
LINED Bushings in these times—the lesser bulk and 
lighter weight of material required; the minimum 
machining required, approximately 15-thousandths on 
the steel and 15-thousandths on the bronze. 


At strategic points you will find a complete range of 
standardized DETROLINED Bushing Stock sizes in 
12-inch lengths on the shelves of leading mill supply 
houses, among them: The Chas. A. Strelinger Co., 
Detroit; Root, Neal & Co., Buffalo; Topping Broth- 
ers, New York City; The National Supply Co., To- 
ledo; The Queen City Supply Co., Cincinnati; W. J. 
Holliday & Co., Indianapolis; Samuel Harris & Co., 
Chicago; Charles C. Lewis Co., Springfield, Mass.; 
Lewis E. Tracy Co., Boston; The E. C. Church Co., 
Providence, R. I. 


Ask your mill supply distributor for stock of 12-inch 
length. Write or wire us for lengths or special sizes 
up to 3 feet, or for any information you may require. 


DETROIT SEAMLESS STEEL TUBES CO. 


Established in 1900 
chown DETROIT, MICHIGAN President 


J. W. HUBBARD 


DETROLINED 


PRONOUNCED DET-RO -LINED™ 





C. H. HOBBS 


48 MILL SUPPLIES 















New Designs 
Increase Sales 


Suppliers who sell ARMSTRONG Carbon Steel 
Wrenches have an advantage over competitors for 
these wrenches are made with long, tapering jaws 
that take a firm grip where other wrenches cannot 
reach; have lean, long bodies—are handier, are 
more powerful (longer leverage), give a more 
comfortable grip. They are forged from a new 
steel, are stronger than earbon steel wrenches 
previously made. 


They have obvious quality -- the balance and 
feel that makes sales. Side by side with 
cut-price wrenches they sell at their full price 
—bring a full profit. 


ARMSTRONG Wrenches are made in over 60 
patterns, in all sizes, in / Quality—the finest that 
can be made. Each must qualify as a perfect tool 
or be destroyed, there are no ARMSTRONG 
*‘seeonds.’? When you sell ARMSTRONG 
Wrenches you are selling a standard product of 
known value, of established price—a product with 
a protected margin. ARMSTRONG Wrenches 
are widely advertised, are on ‘‘the rise,’’ are more 
popular each year. They are profitable wrenches 
to push. 


Write for Wrench Catalogs 
ARMSTRONGBROS.TOOLCO. 


“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U. S. A. 





“‘The Best 


h G. Hardwicke, secretary-treasurer, 
TENC es care of Hardwicke-Etter Company, 





Oil Mill Convention Goes to 


Texas 
The National Oil Mill Superin- 
tendents’ Association will be held 


jointly with the Oil Mill Machinery 
D ro p Fo r Gg e d ye # - iy C u t S Manufacturers & Supply Association 


in Fort Worth on June 22, 23 and 24. 

The Texas Hotel is designated as 
headquarters for the superintendents. 

All machinery manufacturers and 
supply dealers throughout the nation 
| are invited to participate. Those in- 
| terested may communicate with C. 


Sherman, Texas. 


made still RATER et 
Better’”’ 


ARMSTRONG 


Tool Holders 
Lathe Dogs 
Ratchet Drills 
“C"’ Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARMSTICNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


C. W. Koehler, president of the Koehler 

Rubber Company, Cleveland, Ohio. This 

| company conducts a specialty business, 

with rubber items always predominating. 

| F. E. Lauber is secretary-treasurer, but un- 

| fortunately he was absent when this pic- 
ture was taken. 


| Roanoke Distributor To Handle 
| Keystone Greases 

The Noland Company, Roanoke, 
Virginia, is now distributing Key- 
stone greases manufactured by the 
Keystone Lubricating Company, and 
8 is having exceptional success with 
RMSTRONG this line. In the prize contest carried 
| on by the Keystone Lubricating 
Company in April all the honors were 
carried off by one of the Noland 
| salesmen. 


TOOLS from your 
How: 
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TY 
ENGLISH 
BROTHERS 


MACHINERY CO, 








CATALOG 
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KANSAS CITY MO. us.A. 
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English Brothers Machinery Co 
pany—who know catalogue value 


Good Catalogues Pay im: enim 


consistently display their goods 
the buyers with repeat order ed 
e Only one reason would cause the great number of progressive tions of Donnelley catalogues. 


distributors to continue issuing Donnelley catalogues to boost 
sales. It pays them to do so. 

e Two imperative needs confront every distributor today as 
never before. First, to get the greatest possible volume of orders. 
Second, to get them at the minimum cost. Good catalogue repre- 
sentation offers you the most economical aid in achieving both 
these objects. 

e In this period of hand-to-mouth buying a good catalogue will 
also increase your most profitable sales—those orders sent to you 
by mail or phone. 

e Invite a Donnelley catalogue man to helpfully show you how a 


great many fellow distributors are meeting selling problems like 


your own. 
R. R. DONNELLEY & SONS co. Their first catalogue, one of the ear 
THE LAKESIDE PRESS est general supply catalogues in t 
United States, was printed by t 
350 EAST TWENTY-SECOND STREET, CHICAGO House of Donnelley forty-eight yea 


ago. 
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--> Ah, 
thats what 
ails those 

Casters! 





23-A 
Base. Made in various types of 


Series with Semi-Steel 
wheels: Plain bearing, Roller 
bearing, Rubber Tired, Thread 
Guard, etc. (Patented.) 


Pp = Foundry and Machine Co. 


phemera: 


It’s an era of new things—new things 
that in many cases are untried, not 
proved. With casters it’s new princi- 
ples of design; new features that prom- 
ise longer wear and better performance. 
Possibly we’re a bit old-fashioned; not 
sufficiently responsive to the trend of 
the times but, at any rate, we'll sit in 
this game with a pat hand. Bond 
Casters include features that have been 
proven through months of service; fea- 
tures that were years ahead of their 
time—and still are. To satisfy our- 
selves of that we took one of these new 
casters; put it on our testing machine 
and in three hours time under 300, 400 
and 500 lbs. load it was no longer fit 
for use. A Bond Caster took the same 
beating exactly and in three hours was 
just worn in to the point where we 
could guarantee efficient, indefinite 
service. That’s the kind of pat hand 
performance that wins any time! 


Gentlemen, Bond Casters perform— 
they're inoculated against ephemera. 


*Webster says: Ephemera is anything 


very short-lived. 


Manheim. Lane. Co.. Pa. 


Phila. Office: 617 Arch St. 


N.Y. Office: 256 Broadway 


Chicago Office: 39 S. Clinton St. 





| 
| 
| 
| 





Mohr-Jones Hardware Company, Racine, 
Wisconsin, has been in business over forty- 
three years serving the industrial needs of 
the surrounding territory. G. G. Jones, 
general manager, and George Hemming- 


| sen, manager of the mill supply depart- 


_ tion of 





ment, have both been with the firm during 
their entire business careers. 





New Distributors for N. Y. B. & P. 
Products 
H. N. Cook Belting Company, with 
headquarters in San Francisco, will 
distribute New York Belting & 
Packing Company’s products in 
northern California, southern Ore- 
gon, and western Nevada. 
Semmelmeyer Company, Incorpo- 
rated, St. Louis, Missouri, will handle 
the N. Y. B. & P. line in a large por- 
Missouri and the southern 
part of Illinois. 
* * x 


Office and Warehouse 
Space Available 

Space is available in Western New 
York to one or two manufacturers 
of material used in the industrial 
trade to warehouse their product, 
with office facilities, or either privi- 
lege, alone, as preferred. 

Assistance can be given in the dis- 
tribution of the goods by six sales- 


| men who already have contacts with 


the industrial trade. 

Please address all inquiries to 
Mitt Suppwies, 520 North Michigan 
Avenue, Chicago. 





Not everyone can sign checks today with 
so much unconcern. George L. Laib, pres- 


ident, The Laib Company, Louisville, 
shows how it’s done, while G. Fred Laib, 


| manager of the mill supply department 


looks on. 
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The SIGN 
of HACK SAWS 


THAT BITE THRU / 


HACK SAWS 
BAND SAWS 


Enjoy the satisfaction and profit of 
selling 
Write us for complete information. 







We who make Lenox Saws, and many of you who sell them, 
take genuine pride in “the tools in the plaid box” because— 


In actual operating costs, Lenox blades guarantee a 
saving over any other Hack Saw blades, on any job, 
under any conditions. 


Their uniformly super-strong, clean cutting teeth 
quickly bite through toughest metal. Although they 
are not lowest in price, their performance and uni- 
formity make them the best buy in the hack saw 
market today. 






i ime-sav- INDUST. 
For genuine time-sav SSE INDUSTRY. Bo, 
ing, money-making i! je 
value, Lenox saws win ¢ LAF. i, 
out every time. oP oe ir rho 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS. 


On © The Blade in the Plaid Box” 





“Oboe Bb & & Op & Db. D> | 
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COOPERATION 


The Spirit of our Organiza- 

tion has been and will con- 

tinue to be one of Cooper- 
ation with Distributors 


Our Policy 


Our distributor policy guaran- 
tees a liberal margin of profit, 
complete protection and effec- 
tive sales assistance. 


Our Products 


THE NEW BADGER 
CAR MOVER 
and the 
ADVANCE 
SAFETY CAR 
WRENCH 


are built to satisfy your custom- 
ers. Modern- 
-economical— 
dependable — 
their perform- 
ance under all 
conditions is ex- 
ceptional. 

















We solicit the 
opportunity to 
give you the 
whole story. 
Write for it to- 
day. 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


<ewet INDUSTRy E 


oe 





Canadian Factory 
Canadian Advance 
Car Mover Co. 


Welland, 
Ontario, 
Canada 








G. W. Etheridge, mill supply department 
manager, Teague Hardware Company, 
Montgomery, Alabama, reports that his 


| company has sold paint and varnishes to 
| industrial plants for the past three years 


with an increase in volume each year. 
This doesn’t sound much like the usual 
“depression” story. 


Distribution: The Major Problem 
NECUTIVE Service Bulletin 

— in its April issue carries the 
following article by Frank E. Smith, 
president, Servel, Incorporated: 

“From 1930 on, the major prob- 
lem has been, and will continue to 
be, one of distribution. 

“In most industries where the mar- 
gin of profit was relatively small, and 
sales prices could not be increased, 
very considerable savings necessarily 
had to be effected out of the cost of 
operation to balance the budget prop- 
erly, if the money for buying power 
was to be coaxed out of the public’s 
pockets. 

“Selling was concentrated in the 
territories having greatest potential- 
itv, and the expansion of national 
advertising and sales promotion was 
curtailed in favor of intensive ad- 
vertising and sales promotion in the 
local selling areas where it was es- 
timated the greatest buying power 
was available. 

“Selling prices were adjusted to 
permit proper spread of discounts to 
distributors and dealers which would 
enable them to operate on a profit- 
able basis if their management was 
efficient. The aim was to solidify 
sales outlets and stop the heavy turn- 
over in dealers which had been the 
bane of most distributing organiza- 
tions.” 


Ford & Kendig Distribute New 
Line 

representation in the 

Philadelphia territory for the com- 

plete line of wire rope maufactured 


Exclusive 


by the Wire Rope Corporation of 
America, New Haven, has_ been 
secured by Ford & Kendig Company, 
Philadelphia distributors. 

* * x* 


Welding Congress in Portland 

When it became known that Ore- 
gon State College lacked the funds 
this year to promote the Pacific 
Northwest Welding Congress as in 
past years, several leaders among 
Portland's industrial distributors set 
out to have it held in Portland. The 
three men most instrumental in 
bringing this about were Henry L. 
Ernstrom of J. E. Haseltine and 
Company, C. M. Rogers of Wood- 
bury and Company, and E. B. 
Thompson of the Clyde Equipment 
Company. Through their efforts the 
industry was interested sufficiently 
to make this Fourth Annual session 
possible, and also to have it sponsored 
by the Portland Branch of the Amer- 
ican Welding Society. It was held in 
the Auditorium April 28, 29 and 30. 
A. Whisnant was the manager. 

The registration. of welders and 
officials of companies reached close to 
1,000. There were a large number of 
fine exhibits, including those of the 
three distributors mentioned above, 
who had large space, showed all of 
their varied lines, and had most of 
their salesmen present taking an ac- 
tive part in the great variety of inter- 
esting demonstrations. 

An excellent program was pro- 
vided, admirably balanced between 
papers on welding subjects, public 
demonstrations, motion pictures and 
a playlet exemplifying the old time 
blacksmith and the new time black- 
smith (welder). 

Manufacturers were well repre- 
sented by such men as A. M. Candy, 
Engineer of the Westinghouse Elec- 
tric and Manufacturing Company ; 
E. A. Daniels, sales manager of the 
Victor Welding Equipment Com- 
pany; R. O. Waldman, western dis- 
trict manager of the Fusion Welding 
Corporation, and others. 


ee * 


Portsmouth Supply to Handle 
Mechanical Rubber Line 

Portsmouth Supply Company, 
Portsmouth, Ohio, has recently taken 
on the distribution of Mechanical 
Rubber Company products, in the in- 
dustrial area in the vicinity of Ports- 
mouth, which is located in the south- 
ern part of Ohio. 


ee 
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100% Security .. 1. + sees 
for Distributors under the 
Belmont Plan......... 


THE BELMONT PACKING & RUBBER CO. 





ELMONT Packings and the “There is a Belmont Packin 
Belmont Sales Plan offer you . etn? 
100% security in service, quality for Every Service 


and co-operation. 


Every item in the complete Belmont 
line does its job perfectly — and 
economically. Every detail of our 
distributor sales policy has been 
developed with the needs of our dis- 
tributors in mind so that we can 
give them the utmost in coopera- 
tion. 


We Believe in the Distributor and 
Support Him 


BELMONT service and Belmont Air Compressor Packing satisfactorily fills the most cx- 
profits will appeal to vou. Write acting requirements for air compressor application. 
today for details. No obligation. 
You will be interested. 


How We Will Help You 


Intelligent market analysis that deter- . 
mines your markets for Belmont pack- 
ings and shows you how and where to 
sell them. 


Energetic Sales Assistance from the 
Belmont Engineering Department, and 
factory-trained men who are available to 
work with you among your custom- 
ers and prospects in solving packing 
problems. High-pressure Asbestos Packing is designed for usc against 


all pressures of steam and gas. 
A 92-page catalog that is distributed 
freely, and a series of circulars bearing 
the distributors’ imprint for direct mail 
service. 
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tributors, 


month 


Item 


Belting, Conveyor 


Compressors 


Concrete Forms, Road, 
Curb, etc. 


Conveyors, Portable 


Cranes and Shovels 


| Electric Tools— 
Drills, Hammers, etc. 


| Engines, Gas, etc. 


| Grinding Wheels, Wire 
Wheels, Brushes (Prod.) 


\ Hand Tools—Saws, Ham- 
mers, etc. 


 Hoists—Chain, Electric, 
etc. 


Machine Tools and Equip- 
ment 


| Mechanical Rubber Goods 
—Belting, Hose, etc. 


Nuts, Bolts, and Rivets 

| Paint Spraying Equipment 
Pavers and Mixers 

| Pipe, Valves and Fittings 
Pneumatic Tools 


Pumps 


Safety Equipment—Fire Ex- 
tinguishers, Masks, etc. 


' Shop Supplies—Brooms, 
__ Brushes, Waste (Maint.) 


Tools, Pipe Threading 
| Tractors and Graders 


| Transmission Equipment— 
Belting, Pulleys, etc. 


“V"’-Belt Drives 


Wheelbarrows, Shovels, 
etc. 


hashed Rape 





“What's Selling 
in My Territory?” 


NEW 


| Decrease Increase | Decrease Increase | | Decrease Increase! Decrease Increase | i | Decrease Increase | | heen Increase! . 


0 


| 


Based on reports from dis- 
comparing vol- 
ume of business for the 
ending May 
15, 1932, with business 
during the corresponding 
period of 1931. 


MIDDLE 





EAST 


mitt 
ci) 
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KEY TO CHART 


WM Increase 10% or more 
Increase 1% to 10% 


No Change 


Decrease 10% or more 
Decrease 1% to 10% 
*Better comparison than last month 
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A New Interpretation of 


fT CATALOG 
SERVICE 








In merging the facilities of The Gardner Printing Company, 
Cleveland, with that of the Catalog Service Division of The 
Cuneo Press, Chicago, into the Cuneo Catalog Service Com- 
pany, we are placed in a position to offer Mill Supply and 
Hardware jobbers a new interpretation of catalog service. 


For twenty-five years The Gardner Printing Company has 
been specializing in the compiling and building of hardware 
catalogs. For many years The Cuneo Catalog Service Divi- 
sion has been compiling and building catalogs especially for 
distributors of Mill Supplies. 


In combining the organizations and their facilities, Mr. G. 
H. Gardner, president of The Gardner Printing Company, 
will continue to serve in a similar capacity with the newly 
formed Cuneo Catalog Service Company. No man in the 
industry has a deeper appreciation of his work and his re- 
sponsibility or has developed more friends in the industry. 








WE HAVE SO GROUPED THE ADVAN- 
TAGES OF BOTH COMPANIES, THAT WE 
ARE NOW IN A POSITION TO OFFER YOU 
EFFICIENTLY AND ACCURATELY COM- 
PILED CATALOGS AT MOST ATTRACTIVE 
COSTS. . 








| Your best salesman is your Catalog. A survey made by 
us among buyers clearly proves that such catalogs are con- 
| sidered of utmost importance and value to buyers. Jobbers' 
catalogs, in particular, when used intelligently and sys- 
| tematically prove to be the best salesmen. 
| 


Such catalogs must be kept modern and up-to-date. If 


your catalog is old, look upon it as your best salesman gone 
bad, and revise it at once. You will find the cost reasonable. 
Write us for details. 





THE CUNEO CATALOG SERVICE CO. 
22nd, Canal and Grove Sts. 
CHICAGO 


lhe. 
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CAN YOU BEAT IT! 


DISTRIBUTORS— DART GIVES YOU THIS 
Should a DART Union 


ever show defective mate- 
rial or workmanship, we 
will give your trade TWO 
perfect new ones in its 
place! 

It's the DART Seats 
that enable DART Un- 
ions to give double the 
life of ordinary unions. 


TEES—UNIONS—ELLS 
SCREWED-FLANGES 


EK. M. DART MFG. CO. 


PROVIDENCE, R. I. 


BRONZE-TO-BRONZE 
= 
Sales Agents: 


Canadian Factory: 
The Fairbanks Company, New York Dart Union Company, Ltd. 
and at all branches 


Toronto, Canada 


POWER PUMPS 


Today, more than ever 
before, pump values are 
determined by pump per- 
formance. The cost of 
water in terms of one 
thousand gallons is the 
standard measure of all 
comparison on which the 
adaptability of Myers 
Self-Oiling Power Pumps 
to many pumping duties 
mis based. 


“4 




















SHALLOW 
WELL 


DEEP 
WELL 














More water at lower 
operating cost over a 
longer period of years in 
countless installations is 
worthy of close investi- 
gation on the part of 
anyone who is interested 
in economical and de- 
pendable power water 
service. 


Our Engineering Department 
will be glad to offer sugges- 
tions. Catalog and informa- 
tion mailed promptly on re- 
quest, 


TheF.E. Myers &Bro.Co. 
ASHLAND, OHIO 


Pumps - Water Systems 
Hay Tools— Door Hangers 

















L. W. Lippincott gives a practical sales 
demonstration. 


New Ideas For Old 


the 
strenuously 
seeking methods to save time and 


f 
lumber . 
labor costs. Show them how, and 


Every 
Pacific 


company in 
Northwest is 


they will buy. L. W. Lippincott, 
salesman for the Campbell Hardware 
Company, Seattle, Washington, is 
here shown giving pointers to a lum- 


ber mill foreman on how to use an 
electrically driven saw to cut off the ( 
ends of planks, to bring them down j 
to uniform length for shipment. 


This saved at least two handlings 
and was so much faster that one man 
could do as much as two 


before. 
Lippincott is shown at the right. 
i 


Specialization and concentrated sales activ- 
ity on some good line is the motto of 
James S. Neidlinger, salesman of the Co- 


lumbus Iron Works Co., Columbus, Ga. 


XUM. 
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hermol 
us SILVER DUCK 
a BELTING 


| holds 
cece (he ik Present Business and 
ah Builds for the Future 


In times of high prosperity many a man and 
many a product “gets by.’ But when “‘sails 
must be trimmed” and business budgets are 
watched with a careful eye true values are in 
greater demand than ever before. 


And so it is that Thermoid Silver Duck is 
holding present business and building for the 
future in a time when economy and efficienc 
—_ to words — ag wert caqantes A 

igh tensile strength, great durability and all- 
THERMOID round satisfaction make it a belt that will 
Moulded Welding HOSE save money for your customers and make 
money for you. 


on Ss 


THERMOID RUBBER COMPANY 


Factories and Main Offices ° TRENTON, NEW JERSEY 
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Built for the job... as only Thermoid’ can build it ee ee rr ge ee eer eee 


... with a full knowledge of the job's requirements. cso RUBBER COMPANY, 
renton, N. J. 


Gentlemen: 


Please send us further information on Thermoid 
Silver Duck Belting and Moulded Hose. 


Name 
Address 


: 
1 
| 
' 
| 
| 
| 
' 
' 
Firm.... : 
| 
' 


BELTING 
HOSE and PACKINGS 
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CASTINGS 


FROM OUR OWN 
FOUNDRY 








Cincinnati Convention 
Proceedings Briefed 
(Continued from page 24) 


| recovery, we are using every possible 
means to prevent it. 


| 
- 4 of a Series | 


Thin point gets 


Labeo-uose it! 


No 


No. 


7 SUPERIOR POINTS 


. 1. Swivel Base——360° gripping power. 
No. 
No. 


2. Handle that stays put. 

3. Improved Saddle and solid under- 
portion. 

4. Castings of Parkeo Metal. 


The PARKCO mixture of metal plus daily foundry 


tests assures a uniformity and toughness unobtain- 
able in ordinary vise castings purchased from out- 
side foundries which is the case with most vises 


other than PARKER. 





PARKER vises 


THE CHARLES PARKER COMPANY 


MERIDEN, CONN. 
N. ¥. OFFICE, 101 PARK AVE. 








MASTER VISE MAKERS 


MAKERS OF THE FAMOUS 


PARKER GUN 














Daggett Ball Bearing Loose Pulleys 





Their 
- Quality 


Performance 


Will Appeal to the 
Most Discrimi- 
nating Buyer... 


Daggett Ball Bearing Loose Pulleys 
have proved the quality of their 
service by exceptional performance 
under the most trying conditions. 
They will satisfy the buyer who 
gives serious consideration to per- 
formance features and who counts 
efficiency and quality of construc- 
tion of the utmost importance. 


You can do a real and lasting sales 
job on these modern pulleys, and 
repeat sales will increase your in- 
itial profits. Let us send you details 














of our distributor proposition. 





Daggett Ball Bearing 
Loose Pulley 
Simple in construction, accu- 
rately machined. Our transmis- 
sion engineers are always at 
your service to show you what 
this pulley can do for you. 


Chicago Pulley & Shafting Co. 


19 N. Desplaines St. 


Chicago, III. 




















“The government through the anti- 
trust laws, is insisting that the eco- 


| nomic formula of unlimited price va- 


riation with all its destructive conse- 
quences, shall work. At the same 
time, the government through the Re- 
construction Finance Corporation, 
is exerting all its power to avert the 
consequences of unlimited price com- 
petition, to prevent the economic for- 
mula of recovery from working as it 
is designed to operate. 

“An increase in the common mar- 
gin for profit cannot lawfully come 
through price agreements. Assuming 
the success of the Reconstruction 
Finance Corporation, an increase in 


the general profit margin cannot come 
| through economic displacement and 


the elimination of excess production. 
If the general profit margin is too 


| low, there is no method now open by 


| ality of private profits. 


which it may be raised. 

“The matter of taxation presents 
another phase of a confusion of 
thought with reference to profit. 
Public taxation presupposes the re- 
These profits 


| must come from some form of pro- 


terprise. 


| butions, 


ductive enterprise. Further, all non- 
productive activities must be paid for 
out of the profits of productive en- 
The cost of maintaining 
non-productive operations, whether it 
is too much luxury in the home or 
too many bureaus in the government, 
may outweigh the profits of produc- 
tive action. 

“One might reasonably assume that 
the legislatures which are responsible 
for the creation of all non-productive 
operations of the service type, which 
do not originate in voluntary contri- 
which impose taxation for 
their maintenance, would be quite as 
much concerned with the assurance 
of profit as with the taxation of it. 
But such is not the case. The social 
service phase of government is con- 
stantly increasing. The burden of 
taxation constantly mounts and at the 
same time the taxing agency insists 
upon a cut-throat competition in price 
which, in ever increasing measure, 
makes profit precarious or destroys it. 

“We have only to consider the 
vast and intricate social service func- 
tions of today in our municipal, state 


UM 
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Good Wrenches GUARANTEED 
or strength and lasting service 










9 PATTERNS 
Heat-treated 
Chrome-plated 
Heads buffed. 





WILLIAMS’ 
DROP-FORGED WRENCHES 
are made in TWO distinct LINES: — 


-—‘Superrenches” with thin heads and slim, pointed jaws; 
forged from tough chrome-molybdenum steel and GUARAN- 
TEED AGAINST BREAKAGE. 
2.—Williams’ Carbon Steel Wrenches are strong, dependable 
quality tools at lower price. All are guaranteed. 

Both “Superrenches” and Carbon Steel Wrenches are profitable 
lines for any dealer. Any tool bearing the Williams’ name and 
trademark is half sold as soon as the buyer sees it. 


J. H. WILLIAMS & CO. 





Western Warehouse ‘The Wrench People" Works 
Sales Office, Chicago 75 Spring St., New York Buffalo, N. ¥. 
’ BUPERIOR OROP-FO “Te { 





DROP-FORGED 
WRENCHES 
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It’s a Common Sense 
Proposition. ...... 


When Your Customers Want 


MARVEL 


Hack Saw Blades | 
And You Sell Them 


Your Results Will 
Certainly Be 


PROFITS 


Your customers know MARVEL 
Hack Saw Blades. They appreciate 
the distinctive qualities that have 
built up the MARVEL reputation 
for efficient and economical service. 
They recognize the guarantee behind 
each MARVEL product. That’s why 
they demand these blades for their 
most exacting jobs. That’s why you 
can sell them what they want—at a 
profit. 






Unbreakabl - 

heat treated, 

alloy steel 
back 


Patented 
electric 
weld 





High Speed 
Steel— 

a genuine 18% 

Tungsien High 

Speed Steel 

Cutting Edge 


When we say that 
there is a very real 
opportunity for sales 
with the MARVEL 
line in every territory 
at a decidedly good 
profit——we are talk- 
ing facts. Let us 
prove it to you with 
details. 


Armstrong-Blum Mfg. Co. 
‘The Hack Saw People’’ 
353 N. Francisco Avenue 
CHICAGO - - - - U.S.A. 


and Federal government, to realize 
how utterly our concept of the gov- 
ernmental function has changed. The 
highly individualistic idea has van- 
ished. In its place has come the so- 
cial service idea with the actual in- 
dustrial service constantly sought to 
be attached. This change from indi- 
vidualistic to socialized government 
has created a social necessity for 
profit from privately owned, produc- 
tive enterprise. 

“The extremely individualistic con- 
cept of uncontrolled competition, 
strikingly appropriate to an individ- 
ualistic concept of government, re- 
mains fixed. We have socialized gov- 
ernment and developed a system of 
taxation for social service. But we 





Two veteran conventionists—N. A. Glad- 
ding of Atkins and Floyd Dewey, Yale 
and Towne. 


have refused or neglected to permit 
the socialization of industry to pro- 
duce the necessary profit. The social- 
ization of government and the refusal 
to permit or to compel the socializa- 
tion of industry for profit, are abso- 
lutely irreconcilable. One or the 
other must give way. We must re- 
trace our steps toward socialized gov- 
ernment and return to the original 
individualism, or we must advance 
along the other line and assure to in- 
dustry or permit industry to assure 
to itself, that general profit in produc- 
tive enterprise which is essential to 
the social program under the changed 
concept of government. 

“The failure to take profit, particu- 
larly the deliberate selling at a loss, is 
anti-social and tends to disrupt the 
whole social program. For to us, or- 
ganized on a private property basis, 


the generality and continuity of profit 
are as essential as the complete ab- 
sence of profit is essential to the Com- 
munistic program of Soviet Russia. 
If we were as desperately in earnest 
as is the Soviet Republic; if we com- 
prehend as intelligently as do the So- 
viets’ leaders the essential implica- 
tions of our economic premise, we 
should resist deliberate loss-taking as 
forcibly as they resist profit taking. 
And the ignorant loss taking we 
should as sincerely strive to control. 
Physical murder we punish by death. 
We shall have made _ considerable 
progress when we realize that a de- 
liberate assault on profits is the eco- 
nomic murder not of a single person 
but of the whole social order. 

“It seems to me that the only 
method by which there can be pro- 
vided a check upon profit destroying 
prices and, at the same time, avoid 
the necessity for a governmental price 
control, is to utilize the force of indi- 
vidual competition, but to subject that 
competition to control. And that con- 
trol lies in requiring the individual, 
whether producer or distributor, to 
observe his cost as his minimum sell- 
ing price. Recognizing profit as a 
social necessity and at the same time 
admitting the necessity for individual 
competition as the only alternative to 
governmental price control, we would 
limit the individual freedom of com- 
petition by the requirements of the 
common, social necessity. 

“Only when industry is stabilized 
by permitting it to serve the whole of 
the existing demand at prices which 
constantly and continuously return 
cost at least, is there any possibility 
of stabilizing employment and guar- 
anteeing reasonable wages. 

“The proposal which I am submit- 
ting to you, suddenly and coercively 
applied, would be economic revolu- 
tion. A process of economic evolu- 
tion seems preferable. Its method lies 
in legislation which will firmly estab- 
lish the Trade Practice Conference 
idea now functioning solely by grace 
of the Federal Trade Commission. 
Such legislation should take out of the 
hands of the Commission the power 
to originate regulations of industry 
and confer upon industry both the re- 
sponsibility and the power of self- 
government for the purpose of regu- 
lating competition for profit. These 
powers which may be specifically 
stated, should include the power to 
establish a uniform system of cost 
accounting and by action of a ma- 
jority in any trade or industry, to 
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The New MORSE 
Screw Extractor 


Brought out to fill a very real need for every 
machinist, the MORSE Screw Extractor 
will add materially to your small tool sales. 











MORSE offers this new item in twelve sizes 
covering every need for machine shop, automo- 
‘tive service and oil well work. Sets of three or 
more extractors make convenient sales units. 


We shall be glad to furnish you with descrip- 
tive literature on this newest MORSE tool. 

















THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 


NI DRILL & Ft COMPANY 


NEW BEDFORD, MASS..,U.S.A. 
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THESE PRODUCTS = 





The Desmond Hex Dresser 
Made in 4 sizes 
Nos. 0, 1, 2 and 5-H 


HERE 


addition of 


tributors. 


for you on every sale. 
Let us work with you. 





is a dresser and 

cutter in the Desmond Line 
to meet every one of your cus- 
tomers requirements, and the 
the well-known 
Simplex Steel Slide Vise has 
rounded out our service to dis- 
We can serve all of 
your customers’ needs for these 
tools and make profits possible 


and Many More 


Make the Complete 
DESMOND LINE 
Profitable to Sell 


For Strength and Service 
insist on Simplex Steel 
Slide Vises. 


The Desmond-Stephan Mfg. Co. 


URBANA, OHIO 




























py depends on your choice of a hoist. The inspection 
plate on your Wright Hoist means it is thoroughly 
tested under 50% over-load, on a long ton basis. 
The name “Wright”on your hoist signifies utmost qual- 
ity of material and workmanship. Speed and ease of 
operation ...and, above all, assurance against failure. 
Distributors Serve Industry Economically. There is a 
Wright Distributor nearby. 
WRIGHT MANUFACTURING COMPANY 
General Sales Offices: York, Po. 


American Chain 
Company, Inc. 





| establish the rule of individual cost 
| as the minimum of individual selling 
price. This rule as well as the other 
| rules which an industry might be 
| empowered to adopt, should be en- 

forced by the Federal Trade Com- 
mission.” 





Ben Forker, Osborn Manufacturing Com- 

| pany, the Beau Brummell of all Cleveland, 

is persuaded to sit for the temperamental 
Duke. 


Territory Jumping 
N speaking on the subject of ter- 
ritory-jumping, H. H. Kuhn 


| touched upon the desirability of rec- 


ognizing geographic lines and con- 
centrating efforts on territory that 
can be served most efficiently. 

‘After all,” said Mr. Kuhn, “about 
all a distributor can offer a customer 
in a distributing center far removed 
from his own is price or some dis- 
tinctive service.” 

Frank Collins backed Mr. Kuhn’s 
contention with regard to territory- 
jumping when he pointed out that the 


| moment a distributor gets out of his 


logical territory, the only way he can 
get business is by cutting the price. 
“Obviously,” said Mr. Collins, “if 


| we have a distributor in Cincinnati, it 
is not possible for an Atlantic distrib- 


utor to sell our product in Cincinnati, 
nor shouid he be able to. The Cin- 
cinnati distributor 1s carrying a stock 


| of merchandise supposedly to serve 


his particular district, and he is en- 
titled to protection. 

“Territories are becoming more 
and more resiricted and it must be 
understood that you can’t get the 


| other fellow’s business unless you 


disrupt his market, and then, in turn, 
you must expect him to disrupt yours. 
Such actions will bring profit to no 
one.” 
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Never has industrial equipment been 
so vital a factor in industrial prosperity. 

Never has it been so necessary to apply 
the lash of increased efficiency to every 
small detail of plant operation. 


With lowered selling prices eating into 
profit margins the importance of the 
proper lacing equipment is becoming 
more and more significant to owners of 
belt driven mills and factories. 


Base your selling arguments for Clip- 
per lacing equipment on the need for 
protection against costly delays in pro- 
duction, the expense of idle hands and 
the breaking of manufacturing routine. 


&\ The Clipper No. 6 Speed 
\ Lacer is a marvel of belt 
lacing efficiency. Laces 
both ends of a six inch 
belt in exactly 90 seconds, 


Weight only 56% Ibs. 
Clip Pelt f ( Cc m pany 37,500 Ibs. pressure. 


GRAND RAPIDS MICHIGAN 


€ 2 
SEIT LAO” 


Clipper Lacers come in types for 
every requirement, lacing the small- 
est of belts up to the heavier and 
wider ones. The use of Clipper 


Hooks and Pins ensures a perfect 
lasting joint. 


CLIPPER HOOK 
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What do Your Users think about 
HOLO-KROME PRODUCTS? 
D O Ask us to send thera enough screws for a worth- 

while test. A test in which some other screw did 
This not perform as they thought it should. Put 


HOLO-KROME through the same test, under the 
same conditions and all we ask of them is to then 
write you or us what they think of HOLO-KROME. 


Get your users to make this test. 


HOLO-KROME 


Screw Corp. 
Hartford, Conn. 





SALES 
OFFICES 
407 Broome St. 
New York City 
3302 Pasadena Ave. 
Detroit. Mich. 
2730 Payne St. 
Evanston, II. 


Every single Holo-Krome Screw 
‘inspected by Hand 











READING-PRATT & CADY 


BAR STOCK VALVES 
IN BRONZE, CARBON STEEL, STAINLESS STEEL 





% » 1” Sizes with a Thru- Port Tspe with Slit Sizes %” to %” in 
newable Stainle Steel on Non-Rotat ‘ing Disc %” Bronze, Carbon or Stain 
Seat and Dis to % less Steel. 


SUITABLE FOR PRACTICALLY ALL SERVICES FROM THE 
LOWEST TO THE HIGHEST COMMERCIAL WORKING 
PRESSURES AND TEMPERATURES 


i sy 
READING-PRATT & CADY, Inc. ta nas | % 


ompany of | 


BRIDGEPORT, CONNECTICUT = Bian" 


ompany, 
Incorporated 





Offices and Warehouses in the Principal Cities 











The Situation on Resale Prices 


N speaking on the subject of resale 
price maintenance, Frank Collins, 
president, Toledo Pipe Threading 
Company, stated his belief that hon- 
est merchandising is essential to suc- 
cess, and that his company owed it to 
its distributors and likewise to the 
public that their welfare be properly 
| respected by the establishment of fair 
_ resale prices and by insisting that 
| they be lived up to. 
Mr. Collins went on to tell how 
their resale policy, which up to 1926 
| was absolutely mandatory, had been 
| interfered with. The company on 
one occasion refused to sell a distrib- 
utor who had openly cut prices un- 
less he revised his bid. The matter 
was brought to the attention of the 
Federal Trade Commission. 


R. C. Blair, Wright Manufacturing Com- 
pany—hoist salesman and wrestler extraor- 
dinary. 


The examiner who had charge of 
the investigation, stated his belief 
that a manufacturer had a right to 
promulgate resale prices to distrib- 
utors and to sell or refuse to sell any 
distributor for any reason or no rea- 
son, but there his rights ceased. A 
manufacturer cannot make contracts 
with his distributors or require them 
to maintain prices. 


“Under the court decision in our 
we have found it most dif- 


situation, 


| ficult to operate,” said Mr. Collins. 


“If one of our distributors writes us 


distributor has cut 
write the 


that another 
prices, we may 
distributor, 


his prices. We can’t however, 


he will have to agree, 





offending 
call his attention to the 
matter and request that he withdraw 
write 
a third party to police the situation, 
nor can we write the offender that, 
incident to selling him more goods, 
not only to 
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MOLYBDENUM 


HEAVY DUTY—EXTRA VALUE 


#HACK SAWS 








“tified. Write oa details, 


We are positive May will effect a great sav- 
ing.” That's how one prominent jobbes sun 






ott si 


everywhere have aeda 
“Moly”’—it is setting new sendards of metal 

cutting performance among their customers 

and bringing new sales to them. 

The toughness, shock | roalvtdnes >and Be 
speed of cutting of the Victor “Moly” are 
Unequalled—and the cost is only about one- 
half. What’ wee in both performance 
and costh = 












finish makesit easily and quickly iden: 


Plices and discounts. » 


VICTOR SAW WORK J 
MIDDLETOWN 


awe 
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| withdraw the cut prices, but to cease 





Files Saws SHARP! 





AWS cut better, truer 

and cleaner than ever 
before, when filed with 
the Foley Automatic Saw 
Filer. It makes every 
stroke with perfect preci- 
sion—does more uniform 
work than the most ex- 
pert hand filer can do. 


FOLEY xi: SAW FILER 


One Machine Files 
All Kinds of Saws 


It automatically files and joints 
band saws, hand saws, crosscut 
circular saws. Every tooth filed 
exactly the same, in size, height 
and spacing — every tooth 
CUTS. Users report actual sav- 
ings of $200 to $600 a year. 


30-Day Free Trial makes sales 
easy. Write for complete in- 
formation and special discounts 
to industrial distributors. 




















Its Real 







, 
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The market is wide open to the dis- 
tributor who handles a complete line— 
a modern line, up-to-the-minute in 
every detail, IMPERIAL is all of 
that. Economical, fast—it’s the answer 
to all of your customers’ requirements. 
Choose wisely—IMPERIAL will make 
your sales work effective and satisfac- 
tory—teally profitable. Write for de- 
tails of our distributor plan. 





Foley Manufactur C 
aaa Gee 


= Consider 


Sales and Profits 


and desist from future offence. Under 
the Capper-Kelly Bill, it would be 
justifiable for us to make contracts 
with distributors and bring suit 


| against those who did not fulfill their 





FILES 
EVERY 
TOOTH 
UNIFORM | 


Value to You in 


IMPERIAL 


Paint Spray Equipment 


What will be the result in actual 
sales and profits if you put seri- 
ous concentrated sales energy 
behind the IMPERIAL Paint 
Spray Equipment? It’s a ques- 
tion we want you to consider 
with us, 


The market for paint spray 
equipment is expanding daily 
—so rapidly, it is almost unbe- 
lievable. Industrials everywhere 
—and they are but one of many 
groups in a variety of fields— 
realize the speed, efficiency and 
economy obtainable with this 
modern form of paint appli- 
cation. 














THE IMPERIAL BRASS MFG. CO. 


511 So. Racine Ave. 


Chicago, Ill. 
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contractual obligations. 
“A manufacturer’s good name is 
unquestionably an equity,” Mr. Col- 


_lins said further, “and that equity 
| does not pass with the merchandise 


to the distributor. It is, therefore, 
a lack of integrity on the part of the 
distributor who uses the manufactur- 


| ers’ merchandise and good name to 
| mislead the public. Distributors who 


cut the price are endeavoring to mis- 
lead the public into the belief that the 
manufacturer in question is selling 
them at a less price than his other dis- 
tributors who are endeavoring to sell 
his product at a profit. As a conse- 
quence, these other distributors are 
led to believe that they are not receiv- 
ing the manufacturer’s product at a 


| proper price, are being discriminated 


against by the manufacturer, and he 
loses the good will he has built up 


| and the confidence he is entitled to. 
| That is the viciousness of the opera- 


tion which reflects unfairly upon the 
manufacturer. 

There is only one thing to be done 
to remedy the state of affairs brought 
about by the price cutting of nation- 
ally known products which chains 
and other distributors use to mislead 
the public into the belief that every- 


| thing within the store is sold on a 


like basis, in Mr. Collins’ opinion, 
and that is to enact the Kelly-Capper 
Bill or some similar measure which 
will make it possible for an honest 
manufacturer to enter into contracts 
with his distributors and thus enforce 


| resale prices. 


“Established resale prices have 


| been smashed with abandon during 
| the past year,” said A. M. Smith, “not 


only by deliberate price cutting, but 
also by semi-concealed means of long 
haulfree truck deliveries and like 
methods. All efforts to legalize resale 


| prices will go for naught if distribu- 


tors do not use common sense by 


| studying their costs carefully and 
| then sticking to prices which will in- 


sure a profit.” 

W. E. Cross, vice-president, Vic- 
tor Saw Works, said he believed a 
resale price maintenance policy to be 
of utmost value both to the manufac- 
turer and distributor. 


“We are in the strongest position,” 
said Mr. Cross, (Cont’d on page 80) 
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A group of Condor—fiat and V-Belts—two profitable items in the 39 year old Condor Line. 


Acceptance 





cs “ee ‘ x 
Lary Ry Experience teaches that profits for the seller in- 
wr EM =a —_ crease in proportion to the ACCEPTANCE built up 

| y LINE | for a product or a group of products. 

| Standard Belt Fire Hose i ° . . ° ° 

| Silver Edge Belt Hydraulic Hose | Our established jobber policy, which includes 

j V-Belt Packers Hose | direct factory service and assistance to your men 

| Acid Hose Paper Mill Hose e " if . ° 

Air Hose Sand Blast Hose | in their territories, opens new markets and main- 

a. oo | tains the ever increasing ACCEPTANCE for the 

+ Textile Mill Specialties Steam Hose | e A 

| Creamery Hose Water, Hose Condor Line of Mechanical Rubber Goods. 

| Dredge Sleeves Chute Lining c- 

| CLL Air Tubing Launder Lining i . 

| Andes aaa” | For 39 years the Condor Line has made money 

Industrial Brake Lining i for its jobbers. 
Other IHA | Products | M : cali 
any Condor items are specialized products 
| Other Grades of Hose = Pump Valves | suited to a wide range of mechanical applications. 

| Suction Hose Tubing ' . ° _— ° 

bere came | This feature of the Line eliminates the necessity 

| Packing Molded Goods | for alarge stock of numerous items, and provides 

| Matting Oilless Bearings | s h e b f f 

Belting of Every Description the maximum number o prospects or 


Molded Hose for Every Service profitable sales. 





A Condor Customer is a Growing Customer. 


Write for details of the Condor Franchise. 





Le Shige Ie 


The Manhattan Rubber Mfg. Division of Raybestos-Manhattan, Inc. 


Executive Offices and Factories, Passaic, New Jersey 









Republic Extends Gattshall’s 
Leave of Absence 
When the industry drafted R. M. 
Gattshall last August to head up the 
central office of the Joint Merchan- 
dising Committee, the Republic Rub- 
ber Company, Youngstown, in which 
organization he held a key position, 
granted him a year’s leave of absence. 
At Cincinnati, Mr. Gattshall was 
asked to continue as executive-man- 
ager of the Committee’s activities, 
and since his original leave of ab- 
Republic runs only to 
August first, it was necessary that 
new arrangements be made. 
6 


sence at 


Dollison, vice-president of 
the Republic Rubber Company, an- 
nounces that Mr. Gattshall has been 
graited an extension of time so that 
he can carry on his important work 
with the Committee. 

* * x 


Reefe President Chicago 
Purchasers 
Harry |. Reefe, purchasing agent 
of the Independent Pneumatic Tool 
Company, was recently elected presi- 
dent of the Purchasing Agents’ Asso- 
ciation of Chicago. 


Gears and Forgings Operating 
As Usual 

Gears and Forgings, Incorporated, 
although in the hands of receivers, 
is Operating as usual. This is con 
trary to rumors that operations had 
been discontinued. 

This is a friendly receivership pro- 
ceeding and the receivers are oper- 
ating the company’s business under 
the direction and order of the court 
that the company may con- 
tinued and the best interests of 
Gears and Forgings, Incorporated, 


be 


and its customers be conserved. 
All work is being carried forward 
in the usual careful manner and by 
the same workmen as before. The 
business will be conducted as here- 
tofore pending a reorganization of 
the company’s financial structure. 
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anufacturers Tell Us » » 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











R. McPeake 


B. F. Goodrich Rubber Appoints 
New Distributor Sales Manager 
In connection with its extensive 
program of distributor cooperation, 
The B. F. Goodrich Rubber Com- 
pany has appointed Mr. R. McPeake 
as manager of its distributor sales of 
mechanical rubber goods, under both 
Goodrich and Diamond brands. 

Mr. McPeake is widely known 
throughout the mill supply field as 
an advocate of distribution through 
distributors. Intensely practical, en- 
thusiastic and experienced, the Good- 
rich Company could have selected no 
one better qualified to act as its dis- 
tributor sales manager. 

x * x 


New Kieley and Mueller Plant 
at Newark 

The new plant at Newark, New 
Jersey, recently purchased by Kieley 
& Mueller, Incorporated, manufac- 
turers of steam, water , air, oil and 
gas specialties, is a model of modern 
efficiency and building ingenuity, in- 
corporating advanced ideas in fac- 
tory construction. 

Face brick is used with fenestra 
sash to make an attractive appear- 
ance. Monitor type roof provides 


maximum delight so -that artificial 


lighting is unnecessary even on dark, 
cloudy days. 

The building covers a ground area 
of 135’ x 185’, providing 25,000 feet 
of floor space. Additional acreage 
has been secured adjoining the plant 
for expansion purposes in the future. 

In selecting the location for the 
new plant, the officials of the com- 
pany chose the site at 40 Paris Street 
because of its ready accessibility to 
all points in the metropolitan dis- 
trict. 

Kieley & Mueller, Incorporated, 
has been located for 53 years at 34-38 
West 13th Street, New York, and 
has become a landmark in the vicin- 
ity. For the present an office will be 
maintained at this address, while all 
manufacturing will be done in the 
new plant which has been equipped 
with all new machinery and is now 
ready for occupancy. 

Mr. Joseph O’Connor is president 
of the firm. 

es 


Osborn Adds Line of Materials 
Handling Equipment 

According to Franklin G. Smith, 
president, The Osborn Manufactur- 
ing Company, Cleveland, Ohio, has 
made an important addition to its 
wide range of manufacturing activi- 
ties. A complete line of overhead 
materials handling equipment, to be 
known as Osborn Tramrail Systems, 
has been designed and built in the 
new Materials Handling Division. 

Osborn Tramrail Systems have 
been designed to meet practically 
every condition encountered in the 
installation of overhead materials 
handling equipment. There are sev- 
eral exclusive features of design in 
the equipment for safe and quick 
overhead transportation of materials, 
according to Mr. Smith. The equip- 
ment is built for capacities up to 
three tons. 

J. B. Forker, Jr., is sales manager 
of the division. He is also in charge 
of designing the equipment. R. W. 
Hisey, secretary of the company, is 
in charge of production. 
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| hes Forged by Vogt . . your assur- 
ance of strength and soundness 
in high hub butt welding Flanges. 
Accurately faced and drilled to 
A. E. S. C. standards with machine 
beveled hubs for easy welding. We 


| carry a large stock of sizes, ranging 
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from 2” to 12” in Series 15 and 30, 


for immediate shipment. 
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Jenkins Bros. Opens New 
Canadian Plant 

On April 6th and 7th, Jenkins 
Bros., Limited, formally opened their 
new Bronze and Iron Foundries, at 
Lachine, Province of Quebec. The 
company held open house, and the 
many visitors were shown over the 
new foundries (which were in full 
operation) and the new power house. 
These buildings occupy a large tract 
of land in the City of Lachine, on 
the Montreal-Ottawa-Toronto High- 
way, and on the line of the Montreal 
Tramways and the Canadian National 
Railways. This site will eventually 
accommodate the entire plant. 

The Bronze and Iron Foundry 
building is approximately 244 feet 
wide, with an average depth of 255 
feet, one story in height and con- 
structed of concrete foundations, 
structural steel frame and brick and 
Haydite Block walls. 

The opening ceremonies were con- 
ducted by Farnham Yardley, presi- 
dent of the firm, who presented the 
golden key to James H. Webb, vice- 
president and managing director. 
Other company officials present were 
C. V. Barrington, vice-president; A. 
Eugene Brady, treasurer; A. G. 
Stewart, secretary ; J. S. Mock, direc- 
tor of sales; and J. R. White, of 
Jenkins Bros., New York. 

* * * 
Jarvis and Biax Merge 

The Charles L. Jarvis Company, 
Incorporated, Gildersleeve, Connecti- 
cut, manufacturers of tapping de- 
vices, quick change chucks, stud 
setters and screw drivers, and the 
3iax Flexible Shaft Company, Long 
Island City, New York, manufactur- 
ers of flexible shafting and flexible 
shaft machinery, merged recently. 

The Biax plant was moved to Gil- 
dersleeve, while a service and sales 
department will be maintained at the 
previous address of the Biax Flex- 
ible Shaft Company. 

3usiness will be done in the future 
under the name of Charles L. Jarvis 
Company, Manufacturers of Jarvis- 
Biax power appliances, Gildersleeve, 
Connecticut. 
x * * 


Pollard Changes Quarters 


Pollard Brothers Manufacturing 
Company, Chicago, manufacturers 


of steel factory equipment, is mov- 
ing to larger quarters the first of 
June. The new address of the com- 
pany will be 4444-4446 North Knox 
Avenue. 


Dodge Appoints Sales 
Representatives 

Dodge Manufacturing Corpora- 
tion, Mishawaka, announces the ap- 
pointment of Johnson & Brett, Incor- 
porated, 200 Hudson Street, New 
York City, as sales representatives 
in Manhattan Borough, New York 
City, covering its complete lines, and 
on engineering sales in eastern New 
York state, western Massachusetts, 
and the anthracite region of Penn- 
sylvania. 

Both Mr. Johnson and Mr. Brett 
have been connected with Dodge 
Manufacturing Corporation for 
many years, the former as eastern 
division engineer, and the latter as 
eastern manager, including export 


sales. 
* ok x 


Watson Heads Link-Belt 
Indianapolis Plants 

James S. Watson, formerly vice- 
president in charge of Link-Belt 
Company’s Dodge Works, Indian- 
apolis, has been appointed vice-presi- 
dent and general manager of both 
the Dodge and the Ewart Works, the 
company’s two Indianapolis chain 
factories, succeeding George P. Tor- 
rence, who was recently elevated to 
the presidency. 

Frank S. O'Neil, heretofore man- 
ager of the company’s Ewart Works, 
has been appointed assistant general 
manager of both Indianapolis plants. 
C. Walter Spalding is now sales man- 
ager of the Ewart plant products. 


Imperial Issues Catalog 

Imperial Brass Manufacturing 
Company, Chicago, announces the 
publication of a new catalog No. 77 
covering iceless refrigeration valves, 
fittings and service tools. It is said 
that this Catalog covers the most 
complete line of these parts which 
has ever been exhibited to the trade. 

* * * 


Laechelt Joins Detroit Seamless 
Steel Tubes 

O. E. Laechelt, for the past five 
years with the Bunting Brass & 
3ronze Company of Toledo, has 
joined the sales department of the 
Detroit Seamless Steei Tubes Com- 
pany. 

In this connection, Mr. Laechelt 
will devote his efforts to the sale of 
Detrolined steel-back bushings, a line 
recently developed by Detroit Seam- 
less. 





Atkins Grinding Wheel Book 
Published 


E. C. Atkins and Company, Indi- 
anapolis, has just brought out a new 
edition of a book on grinding wheels. 
This 32-page book is an up-to-date 
guide on the use and selection of 
the proper grinding wheel for every 
requirement. 

It presents information on abra- 
sives, bonding processes in the man- 
ufacture of “Acrolite” and “Ferro- 
lite” wheels, gives standard grading 
lists, and illustrates shapes of wheel 
faces. Bakelite Bonded Wheels are 
prominently featured in this edition. 
The reader will also find a handy 
table of operating speeds, directions 
for ordering wheels, and the grind- 
ing wheel stock list with prices. 

Copies of this book can be ob- 
tained by writing to the company at 


402 South Illinois Street, Indian- 
apolis, Indiana. 
* Ok Ox 
Boyer Joins Toledo Scale Sales 
Staff 


The Toledo Scale Company an- 
nounces the appointment of L. R. 
Soyer to the Home Office sales staff. 
Mr. Boyer will specialize in the sale 
of industrial type scales, including 
large capacity floor scales, auto truck 
scales, and monorail scales. He has 
had fifteen years’ experience in the 
weighing industry. He is well known 
through his activity in connection 
with the U. S. Bureau of Standards 
Test Weight Cars. 

* * * 


Bastian-Blessing Introduces New 
Line 

Under the trade name of RegOroD, 
The Bastian-Blessing Company has 
recently introduced a new line of 
welding rods and electrodes to be 
sold through their nation-wide organ- 
ization of Rego Distributors. The 
line includes every popular type of 
rod such as high speed and high test 
materials. Bundles are identified by 
a distinctive shield tag in red and 
black which bears the trade-mark 
and the identification symbols. 

The new RegOroD catalog is 
unique in that it is prepared in pocket 
size, and not only gives a complete 
description of each rod, but gives a 
lot of valuable information in refer- 
ence to the proper rod for use in 
specific applications. 
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The Production of Power 
Transmission Machinery in 
the U. &. has Increased over 
100%, in the past six years 
according to Department of 
Commerce reports. 
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Right now more attention is being devoted to possibili- 
ties for making substantial power and maintenance econ- 
omies than to any other phase of industrial activity. 
MODERN INDUSTRIAL POWER DRIVE AND BEARING 
UNITS offer an exceptional opportunity to distributors 
who wish to capitalize to the fi lest extent on the mod- 
ernization wave that is sweeping the industrial field. A 
complete line to select from to best fit each individual 
a an engineering staff specializing in power drive 
and bearing units and a corps of sales engineers to 
assist on difficult problems is at the disposal of every 
Dodge distributor. 


On the basis of facts the Dodge line offers the greatest 
opportunity for immediate as well as future profits and 
will liberally reward specialized sales effort. 
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Power I[ransmission Econom 


An address given before the Power Transmis- 


HERE is a flagrant 

waste of power in 

industry today. The 
cost of operating machines 
in manufacturing plants has 
been permitted to pyramid practically unchecked. The 
reason for these conditions can be traced directly to 
ignorance of operating costs, the utter disregard of the 
industrial user’s best interests by those supposed to be 
of service to him, and to the submission of intelligence 
to a wide variety wild statements, absolutely 
groundless, 

While talking with a consulting engineer recently, he 
described with pride an installation he had completed for 
an industrial client. He had taken out a number of line 
shafts ranging up to 275 feet in length and developing 
up to 50% loss of power. In their place, he had installed 
a direct-motor drive on every machine in the plant, and 
as a result, had saved this owner more than $1,000 a 
month on his power bill. 

\ll of which was very well, but wishing to get both 
sides of the picture, I asked him at what he had estimated 
the operating cost of group drive. His reply was: 

“Why it was group drive that we took out of the 
plant.” 

Well, maybe machines driven by shafts 275 feet long 
can be considered by the group rather than by mileage, 
and perhaps I should have said modernized group drive, 
for a group drive properly applied is one of the most 
modern in use today. We cannot and will not sponsor 
tremendously long shafts developing enormous power 
losses, for such means of power transmission have no 


of 





AUTOMATIC SCREW MACHINE DEPARTMENT 
GROUP DRIVE UNIT DRIVE 


Motors and Control Motors and Control 
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sion Group Meeting at the Triple Convention 


By VICTOR A. HANSON 


Research Engineer, Brooklyn, New York 
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place in the modern industrial 
picture. 

All of which brings us to 
the point: What is modern- 
ized group drive? We have 
today several types of drives 
which are quite rigidly defined 

v as to form. However the gen- 
eral conception of modern 
group drive is at best vague. 

Briefly, modernized group drive is one which is more 
economical to operate, less expensive to install, and has 
a greater efficiency than any other type of drive which 
may be employed to operate a small group of machines. 

With these limitations in mind, the design of modern- 
ized group drive may have a wide variation and innumer- 
able applications. It may be employed to drive efficiently 
practically any type of machine in any industry. 

Looking at the plan of a layout employed in a hand 
screw machine and turret lathe department of an indus- 
trial plant, in which a study is being made, we see first 
of all short shafts. The maximum shaft length through- 
out the entire plant is 60 feet, while 40 and 50 foot 
lengths are frequently used. 

The shafts are so located that any two or three may 


A comparison of in- 
stallation costs in the 
automatic screw ma- 
chine and hand screw 
machine departments 
of an industrial plant. 
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be belted together in case of emergency and in some 
instances two shafts are belted together permanently 
depending on the load and number of machines. 

Steel stringers are employed. Thus, in the case of anti- 
friction bearings, the bearings may be fixed on the shaft 
while on the floor, and the shaft hoisted in place, the 
hangers being easily adjusted to the bearings. For alter- 
ations, the hanger positions may be easily changed with- 
out dismantling. Steel stringers eliminate any realine- 
ment of shafts. 

Line shaft speeds are high, ranging up to 350 r.p.m. 
This permits the use of 14§-inch shafts, and smaller, 
lower-priced bearings, giving as a result considerably 
lower frictional losses. 

Short center drives are used, permitting the mounting 





GROUP DRIVE 


Fixed Charges (15%)...$1,874.36 
Maintenance 

18 Motors 

eS eee $ 43.68 
Power Cost 
Annual Consumption 


UNIT DRIVE 
Fixed Charges (15%)...$6,445.76 


Maintenance 


G6 TRS cécccccvces $1,080.00 
Power Cost 
Annual Consumption 
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Weighted Weighted Efficiency 
Efficiency 74.3% 
86.8% 
Power Factor Difference in Motor 
85% Efficiency—12.5% 
Less Line Shaft 
Loss—3.5% 


Difference in Total 
Efficiency—9% 


Added Consumption ..... $ 121.58 
Power Factor—59% 


Charge—.2455 ....ccccee $ 361.50 


Total Operating Total Operating 
NE etecraissiale edn wireas- ae $3,268.95 CNGo Wirdiwaeue weaaswae $9,359.75 





Annual operating cost of the present combination of 

group and unit drive is $3,268.95, while the cost for an 

exclusively unit driven installation would be $9,359.75, 
or 286% of the group-drive operating costs. 


of motors. in line and without offsetting shafts. Motors 
are mounted at shaft ends as short shafts do not require 
locating the motor at the load center. By mounting 
motors on shaft ends, they are located over the aisles, 
permitting easy maintenance, and if the motor needs to 
be replaced, it may be quickly done by means of a lift 
truck. The time allowed in this plant to take down a 
motor, install a new one, and have it running, is one- 
half hour. 

Every motor is provided with a jack-type disconnect- 
ing switch permitting regular testing of load and power 
factor. If a motor is found to be improperly loaded due 
to changing conditions, one of suitable capacity is sub- 
stituted. 

We have seen a lot of propaganda about the effects 
of belts on proper illumination. In the center of this 
department, in which the machines are placed as close 
as practicable, foot-candle meter readings varied between 
20 and 22 foot-candles of natural light on a dull day. 
The minimum allowed anywhere in this plant is 20 foot- 
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candles. Ten foot-candles are usually considered good 
for this class of work, and 15 are excellent. 

This fine lighting is due to the shafts being located 
at right angles to the sources of light. In this way, the 
thicknesses of the belts only, act as an obstruction to 
light. Thus, we see that good illumination is the result 
of proper layout and not the type of drive. 

In the automatic screw machine department, a similar 
type of drive is employed, except that it is on larger 
machines. Here, will be noticed several unit drives sup- 





Type of Plant Group Drive Unit Drive 
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Using the horse-power required for each type of drive as 
an index of operating costs, the motor horse-power capaci- 
ties in the plants indicated here vary considerably. 


plementing the group drives. A large infrequently used 
screw machine is driven by a 15 horse-power motor. A 
separator, blower, burring machine and several grinders 
are unit driven because of their use or location. This 
illustrates a logical application of unit drive. 

We do not claim that there is no use for unit drives. 
As a matter of fact, there are very definite applications 
for them. However, the widespread installation of unit 
drive in a plant without proper consideration of operat- 
ing conditions and costs presents a false picture of power 
transmission economy and can be given no more con-— 
sideration in economical plant layout than line shafts a 
mile long. 

I‘lexibility in off-production periods is a factor to be 
considered. Group drive offers just as flexible a means 
of power transmission as any other. If properly designed, 
sections of shafts may be disconnected and motors 
quickly changed. Production lines may be duplicated 
and each operated by a separate motor. A large group 
of similar machines may be divided into separate sec- 
tions, each section being driven by a separate motor. 
Drives may be arranged so that each drive operates one 
of each type of machine employed, thus permitting the 
shut-down of any desired number of sections. Any num- 
ber of combinations may be incorporated in modernized 
group drive design to give any desired degree of flexi- 
bility. 

The question of overtime, employing two or three 
machines, has been raised. Two or three machines are 
usually sufficient to load a modern group drive from 30% 
to 50%. Is it not better to operate one large motor on 
a group drive at 30% to 50% load for a couple of hours, 
than all of the small motors on unit drives at 30% to 
50% load all of the time? 

Now, let us study the operation and installation costs 
of the two departments already examined for layout. 
It might be well to say here, (Continued on page 84) 
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N ORSE Chain Company, Ithaca, New York, has 
developed a new roller chain which is interchange- 
able on all standard roller sprockets Within the roller 
there are two joint members, a segmental bushing and a 
pin. The cross section of the pin is that of a round pin 
integral with a segmental bushing. This construction 
prevents movement under load occurring between the 
roller and the joint members and insures smooth and 
quiet operation. Open spaces between joint members 
provide reservoirs for oil; lubrication is made more 
effective by a “pumping” action when flexing. 


114. Power Head, 
manufactured by 
Modern Grinder Man- 
ufacturing Company, 
Milwaukee, can be used 


for sharpening any 
and all tools—for 
grinding metal any 


thickness. Equipped 
with buffing wheel for 
polishing and buffing 
all surfaces. It features 
a strong and sturdy construction finished in red durable 
enamel, two adjustable tool rests, an iron pulley 1%” x 
1%” to accommodate a flat belt or V belt running best 
at 2500 to 3000 rpm. Two 134” bearings are oiled 
directly with self-closing oil cups. Wire wheels for 
metal brushing and polishing furnished if desired; 
length, 9”; height, 51%” 








I ANDIS Machine Company, Incorporated, Waynes- 
4 boro, Pennsylvania, announces the 14” Landmaco 
pipe and nipple threading machine. The machine is made 
in the single and double head models and is equipped 
with either externally or internally tripped Lanco pipe 
and nipple threading heads. The gear box is of selective 
type with eight speeds. The die head is located close to 
the front spindle bearing to reduce the overhang to a 
minimum. The carriage is gibbed to the bed and is 
operated by a lever. 


~ New and Improved Industrial Products 





N index or ratchet feed plate is a principal feature 

of the new Rogers No. 4 MS automatic milling 
or slitting saw sharpener which is full automatic in 
operation and made for belt or motor drive. It is 
manufactured by Samuel C. Rogers and Company, 
Buffalo. This index plate makes it possible to auto- 
matically shape and space the teeth of saws as small 
as 2” in diameter. All working parts (excepting the 
grinding head and feed lever) are enclosed. 





IPS, Incorporated, Baltimore, Maryland, an- 

nounces a new welding and cutting torch, Type 
NVM, for general maintenance work. The valves 
and base are of high grade forged bronze and the 
tubes are triangularly arranged to give transverse 
strength. Welds by mere change of tips. 





P' IRTER - CABLE-HUTCHINSON Corporation, 
Syracuse, New York, has designed a new dustless 
dise sander-grinder, Type E-7, with an inbuilt vacuum 
system for picking up the dust. The 7” abrasive disc 
travels at 3200 r.p.m. while cutting. Disc is retained 
by a thin head screw which is tightened into a recess 
below the surface of the abrasive by a socket wrench 


furnished with the machine. A double pole toggle 
switch is mounted on one handle. Dust is drawn 
up through an enclosed passage completely sealed 
from the motor. 
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~~, | New “Wonder Book of Rubber” 


Published 
Portraying the romance of the rub- 
ber industry, and the part played in 


its development by the Goodrich 


Brake Lining company, manufacturers of more 
| than 32,000 articles of rubber, The 
Brake Blocks B. F. Goodrich Company has issued 


“The Wonder 









| its latest publication, 
Book of Rubber.” 
“This book is not offered as a 
scientific discussion, but only as a 
story of rubber manufacture and use 
of rubber products,” the foreword 
declares. It is well illustrated, the 
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A complete line 
of brake lining, 
clutch facings 
and brake blocks 
for automobiles, 
busses, trucks. 
. for shovels, 
cranes and hoists . . for shafting and all pro- 
duction machines. | = airs z 
Sell Ebonite products with confidence for they| CONStruction of tires, footwear, rub- 
maintain their firm, soft brakin; uality, give al sie ao ; 
far longer service, give more prc: I seaebes in | ber sundt 1es, mechanical goods and 
every way than ordinary linings. 


in the tropical jungle and rubber 


its factories. 


Ebonite linings are profitable in the first sale | a: a . ‘ 
and profitable in the repeat business they build, | American industry, is given, and 


world-wide activities of Goodrich 
also come in for discussion. 


Write for Catalog Sheets 
and proposition 


= L.J.MILEY CO. 


INCORPORATED 


tained by notifying the Public Rela- 
tions Department, B. F. 
Company, Akron. 

* * x 


| Oil Seal Booklet Issued by Aetna 


a 
™ 1462S. Michigan Ave. 
~ CHICAGO-U.S.A. 





Factory—Huntington, Indiana 





| 
( rand | “They Shall Not Pass,” is the title 
1905 Strand 1932) of a 16-page booklet just issued by | 


the Aetna Ball Bearing Manufactur- | 
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MACHINES ing Company, Chicago, on oil seals. 
| Diagrams show the application of a 
1/8to2H.P. | simple new type of seal on various 
for | classes of machinery where it is nec- 
GRINDING | essary to eliminate the leakage of oil, 
ae | tg water and other liquids along 
FILING | s afts and to keep dirt, grit and water 
SANDING out of bearings. I abulations of sizes 
DRILLING | with complete dimensions are in- 
SCREW | cluded. 
DRIVING | ee 
N 
at — |  Alemite-Adams Settle Suits 
omnes Many Other According to a letter signed by 
Operations Daniel, G. Adams, president of the 
WE BUILD Adams Grease Gun Corporation, the 
ONLY THE patent infringement controversies be- 
HIGHEST tween his company and the Alemite 
QUALITY Corporation, Chicago, have been 
yoo ended. Adams has been licensed to 
AND | continue the manufacture and sale of 
MACHINES its products under Alemite Patents 
covering Alemite-Zerk-Dot and In 
— a dustrial Lubricating Systems. 


Distributors who may now have 


56 PAGE CATALOG . . . 
injunctions against them can now 


N. A. STRAND & CO. 
MANUFACTURERS 


ment without fear of patent infringe- 
5001 No. Lincoln St., Chicago 


ment trouble of any kind. 


pictures ranging from those taken | 


plantations to scenes in the Goodrich 

| vulcanizing “pit” and elsewhere in | 
A brief, but clear explanation of | 

| other products covering the range of | 


A copy of this book may be ob- | 


Goodrich | 


sell licensed Adams greasing equip- 





Reputation 
and Performance 


ELECTRIC 
TOOLS 





Thor Electric Tools are the standard in 
thousands of plants throughout the coun- 
try. Their performance and reputation 
provide the necessary combination which 
will enable you to secure the big produc- 
tion shop business. Their widespread use 
and acceptance eliminates sales resistance 
and conserves salesmen’s time. And be- 
cause of the popular prices you can also 
compete for your share of the maintenance 
tool market. 


| With the Thor Line, you can cover the 
entire range of industry, economically and 
efficiently. For screw driving and nut set- 
ting, Thor is a pioneer and offers you 
attachments and sizes not obtainable else- 
where. Power Screw Driving and Nut 
Setting is a fertile field and offers tre- 
mendous possibilities for the aggressive 
distributor. 
By taking on the: THOR Agency, the Dis- 
tributor can cash in on the popularity of 
Thor Electric Tools, and ally himself with 
an old, reliable company, financially 
sound, that insures both Distributor and 
User complete satisfaction in every trans- 
action. 


INDEPENDENT 
PNEUMATIC TOOL CO. 
604. W. Jackson Blvd 


| *- CHICAGO: 
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New and Improved Industrial Products 































YNX transmission belt, 

manufactured by The 
Diamond Rubber Company, 
Incorporated, Akron, incor- 
porates two new rubber 
compounds, one for the fric- 
tioning of the fabric and the 
other as a skim coat be- 
tween the plies. Asa result, 
the belt, which previously 
withstood 69,000 flexures 
under high tension on pul- 
leys 1%” in diameter, now 
withstands 95,000 flexures 
under the same conditions. 








WO new pull-push 

rules are offered by 
The Stanley Rule & 
Level Plant, New Brit- 
ain. They have a 6 foot 
steel blade that is both 
flexible and rigid, accu- 
rately graduated in 
inches and 16ths, coiled 
in a watch size steel 
case. They are handy 
to carry, easy to use, 
accurate and durable. By means of the pull-push action, the blade 
is always under control and can be easily set for any measurement. 
There is no ratchet mechanism or button. A hook on the end of 
the blade permits measuring beyond arms length. 





































NDEPENDENT Pneu- 

matic Tool Company, C hi- 
cago, is now oe 
two new electric drills 
size, with grip switch, hacen 
as USA; and a %” size, with 
side switch (illustrated) des- 
ignated as URA. The arma- 
ture shaft is made from high 
grade alloy steel with pinions 
milled directly on the shaft. 
Armature core construction 
is open straight slot type. 
Commutator is made in one 
unit, independent from the 
shaft. Precision ball bearings of the closed back type used through- 
out. Switch is of double-pole type and breaks both sides of the 
line at the same time. 








ENERAL Radial Drill Com- 

pany, Cincinnati, has brought 
out a line of “multi-speed” change 
boxes using the Gibbs’ V-Disc 
transmisssion. There are 8 speed 
changes which may be had up to 
ratios of 9 to 1. There is no slip- 
page in the transmission. Idler 
disc sets up a wedging action in 
direct proportion to the load it 
transmits. Grooved cones are ot 
steel and are mounted on stee: 
shafts supported by ball bearings. 
Shaft ball bearings are the only 
points for lubrication. Speed changes 
are simply and positively made by 
means of a star knob located on top 
of the unit. 














HAMPION Blower and Forge Com- 

pany, Lancaster, Pennsylvania, has 
recently placed on the market the Cham- 
pion Motor Driven Bench Drill No. 48E, 
equipped with a vertical ball bearing 
motor and four speeds of spindle. The 
motor is attached to the main frame of 
the drill in a vertical position thereby 
eliminating cross-belts. The lever feed 
handle actuates the up and down move- 
ment of the spindle by rack and pinion, 
and is arranged with spring. Drill head 
has a travel of 7” on column. 














ODEL GA water meter built by 

Worthington Pump and Machinery 
Corporation, Harrison, New Jersey, is 
adapted to extremely low flows as well as 
for intermediate and high flows. Available 
in sizes from % to 2 inches. All register 
gears fitted with rubber-bushed bearings. 
Train assembly comprises 4 cast bronze 
gears and 4 pinions, all rigidly fastened 
to Monel metal spindles. The disc or 
measuring chamber is in two sections. 
The stuffing box is cast on the main case. 
No gaskets or lock nuts are necessary. 
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STANLEY ELECTRIC TOOLS 





ee 





BENCH GRINDERS 












DRILLS 





STANLEY 


SCREW DRIVERS 





A complete line. 





SAFETY SAWS Quality Tools. 

A clean cut, selective distributors sales 
policy. 

A few Distributing Centers which are open. 


Write to us for an industrial distributors 
proposal for your territory. 





THE STANLEY ELECTRIC TOOL COMPANY 


NEW BRITAIN, CONN. 


Sales Offices and Service Stations: 


AERIAL GRINDERS 


SHEET METAL 
CUTTING TOOLS 





HAMMERS 


New York — Chicago — Philadelphia — Detroit — Boston — Buffalo — Cleveland — Cincinnati — Kansas City 


Richmond — Dallas — Los Angeles — Seattle — San Francisco — Oakland —— Montreal 
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New and Improved Industrial Products 





pinion, 












































rels or 


smooth 


AC-38, 


1%” sf 
teeth, 
200 pe 








consiste 


5” to 3 
10 gauge, 


drums. 


standard 114” pipe 
Ww and keeps the 
Requires no priming. 


even flo 
ncy as it 





automatically 





oiled. The 
The motor is universal. 


HE regular pipe capacity 

of the new No. 512 Tom 
Thumb portable pipe machine, 
manufactured by The Oster 
Manufacturing Company, 
Cleveland, includes all sizes 
for % to 2” with an extra 
capacity down to and includ- 
ing %”. Can be _ furnished 
either complete with oil pump 
and base containing oil reser- 
voir, or the dies can be oiled 
by hand; with or without a 
pipe cut-off attachment. Dies 
are of the segment type. A 


VV belt is used for driving from the motor to a spiral micarta 
then to a spiral gear on the worm shaft. 
to the spindle is a triple thread worm mounted on Timken bear- 
ings which are 
equipped with two chucks. 


The final drive 


revolving spindle is 





EY BOILER Equip- 


ment Company, East 
St. Louis, Illinois, has 
introduced the LeMay 


Forced Feed Faucet which 
provides an inexpensive 
and convenient method of 
extracting heavy non-flow- 
ing compounds from bar- 


It is adapted for use on drums equipped with 


openings 


extracts. 


The crank-driven worm provides a 


material mixed to the proper 





NEW 


lar saw 


has bee 


with 
yacing. ¢ 


r minute. 





automatic circu- 
setter, No. 


n designed 


by the Wardwell Manufac- 
turing Company, 
This machine wi 
lar saws automatically, from 
in diameter, 


Clev eland. 
ill set circu- 


up to 
teeth up to 


Ine revolution 


The frame is a one-piece 
mechanism is of strong and powerful construction. 





sets two 


feeds and 
one to the right and one to the left, at a speed of 150 to 


of the shaft 


casting and the setting 





ON NE of the advantages of the 

lash’—a new quick act- 
ing ame “C” clamp manufac- 
tured by the Climax Equipment 
Company, Chicago, is that it can 
be used as a drill press vise as 
well as for ordinary clamping pur- 
poses, and the entire mechanism is 
controlled by one handle or cam. 
The upper and lower jaws are 
made of nickel cast iron, assuring 
rigid construction, and the lower 
jaw is held firmly to the upright 
as it is cast around it when made. 
Upper sliding jaw is released by 
pressing handle in counter clock- 
wise direction. An auxiliary jaw 
takes up all play and accommo- 
dates excess pressure. Available 
in various sizes. Regular sizes 
have 6”, 12” and 18” openings. 
All styles are cadmium finished. 











C¥ITER bits tipped with Armide—an 
improved carbide cutting metal— 
have been introduced by the Armstrong 
Manufacturing Company, Chicago. Arm- 
ide has a hardness of from 88.5 to 90.5 
(Rockwell “no load” C scale) and a ten- 
sile strength of 250,000 Ibs. per square 
inch. Thermal conductivity is so low 
that it remains cool and securely brazed 
even though the chips run red hot. Cut- 
ting edges do not groove, and chips do 
not weld on the cutting edge. Armide 
cutters come ground, ready for use, to 
five standard cutter forms. All forms are 
available on either flat or square bodies. 































ERVICE 
with or without ball or roller bear- 


Textolite casters are made 
ings. They roll easily. The wheels cannot 
be cut by metal scrap or other rough and 
sharp substances. There is no tread or 
tire to come off. Textolite wheels are 
solid, not laminated sections. They are 
not affected by grease, oil, water, brine 
or mild acids. Diameters range from 3%” 


to 12”. The Textolite caster is a product 
of the Service Caster & Truck Company, 
Albion, Michigan. 

——— < w 


-FLAT Point Star drill is a new prod- 

uct recently introduced by The Cin- 
cinnati Tool Company, Cincinnati. It is 
available for any standard make of elec- 
tric and pneumatic hammer. The con- 
struction of the “V-Flat” point distrib- 
utes the cutting action uniformly over the 
surface being drilled. Easily sharpened 
with a file or on a wheel. Trip-Hammer 
forged from special analysis steel and 
properly tempered. Individually tested 
for hardness and toughness. 
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Davis 
Balanced 
Pressure 
Regulator 


THEY’RE 
TIME TESTED 


Davis Balanced Pressure Reg- 
ulators—piston and diaphragm 
types—maintain any constant 
reduced pressure regardless of 
high pressure fluctuations. 
They have been giving depend- 
able service to the satisfaction 
of thousands of operators for 
more than fifty years—a per- 
formance record equalled by 
no other pressure regulator. 

You can recommend Davis Valve 
Specialties with confidence. They will 


back you up with reliable perform- 
ance. 


DAVIS REGULATOR CO. 
2544 South Washtenaw Ave. 
CHICAGO, ILLINOIS 
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DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 






Order 


one on 


10 DAYS 
FREE 
TRIAL 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 
$60.00. 








3 Sells for 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 
U. S.A. 











| Louis, has 


located in 


American Cable Company 
Licenses Rope Firm 
The American Cable Company has 


recently added the Macwhyte Com- | 


pany to the long list of wire rope 
manufacturers licensed to manufac- 


ture preformed wire rope under the | 


American Cable Company’s patents. 
x Ok Ox 
Wagner Bulletin Available 
Wagner Electric Corporation, St. 
issued a new 22-page 
bulletin on squirrel-cage motors, 
Bulletin 174. The bulletin describes 
the seven types of squirrel-cage mo- 
tors, gives application tables, speed- 
torque curves, complete construction 
details. It is in loose-leaf 
permit keeping it up to date at all 
times, 
os © 
Barber-Colman Opens Pittsburgh 
Office 
To cover the manufacturing plants 
southeastern Ohio and 
southwestern Pennsylvania, Barber- 
Colman Company, Rockford, manu- 
facturers of milling cutters, hobs, 
reamers, and allied machinery, has 
established an office in Pittsburgh 
which will be in charge of William 
G. Taphorn. Mr. Taphorn was for- 


merly in the Chicago office of the 
company where he acquired several 


years’ experience in selling Barber- | 


Colman machine and_ small tools 
after having served a number of 
years in the plant in Rockford. 
x Ok Ok 
Electric Hoist Association 
Appoints Chairman 
I’. W. Shaw, sales manager of the 
Hoist Division, Chisholm-Moore 
Hoist Corporation, Tonawanda, New 
York, was recently appointed Chair- 
man of the Commercial Committee, 
and a member of the Publicity Com- 
mittee of the Electric Hoist Manu- 
facturers’ Association. 
kK *k x 
New’ Bulletin on Bonney Weldo- 
lets and Thredolets 
A new Bulletin No. WT17_ has 
just been issued on Bonney Weldo- 
lets and Thredolets. It contains com- 
plete description of the engineering 
principles of these welding fittings. 
Working data, tables of sizes, and 
illustrations of typical installations 
are also included. Write to Bonney 
Forge and Tool Works, Forged Fit- 
tings Division, Allentown, Pennsyl- 
vania. 


form to | 


line: 


‘its comprehensiveness 






















Jobbers 


St CSS 


this 





because— 


makes for greater 
sales volume and, of 
course, profits in pro- 
portion 



























Cap Screws 
Set Screws 
Coupling 
Bolts 
Milled 
Studs 


y Ve also sell 
Dardelet Thread 
Screws 


The Wm. H. 


Ottemiller 


Company 
York, Pa. 
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i" is natural that you should 
think of ATLAS when 
your thoughts turn to 









car movers and the > 

sales and profit 

opportunities 

they afford é 

you. Atlas Car 
Movers 


have won 
their leader- 
ship because 
they have proved 
themselves first in 
satisfactorily and eco- 
nomically doing the work 
required of a good car mover. 
We will be glad to tell you more 
about the ATLAS and give you 
the details of our distributor sales 
plan. 





APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 





Copper Tubing 


Seamless. Sizes—from 7; to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from ys to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices, 


WOLVERINE TUBECO., 


SEAMLESS COPPER 


| 


*\SRASS & ALUMINUM 






1451 Central Ave. Detroit, Mich. 





Cincinnati Convention 
Proceedings Briefed 
(Continued from page 66) 
“when we establish a resale price 
which insures ourselves and our dis- 
tributors an adequate profit, such re- 
sale price being arrived at after every 
consideration has been given to those 
items of business so vital to success- 
ful planning. A manufacturer cannot 
expect the cooperation of distributors 
unless he maintains a resale policy 
which permits his distributors an 

adequate profit. 

“We don’t agree with any competi- 
tor on a price at which we will sell 
hack saws. We advertise our price 
and suggest a resale that allows the 
distributor a fair profit. 

“Did you ever stop to realize that 
the outstanding manufacturers today 
have definite suggested resale price 
plans? A plan of suggesting resale 
prices has great value, one that can- 
not be measured, but which, never- 
theless, is genuine.” 

Wylie K. Lee, president, Clipper 


' Belt Lacer Company, said that his 


company had found it worthwhile to 
establish and stick to a price mainte- 
nance policy. Its experience with 
such a policy dates back six years. 

J. H. Williams told about a plan 
which calls for a two-year morato- 
rium on the anti-trust laws. The plan 
was put into the form of a resolution 
and appears on page 8 of this issue. 


Manufacturers’ Sales Policies 


66 E condemn the policies of 

those manufacturers who 
protect the distributor in one section 
but go direct to the user at distribu- 
tors’ prices in another,” said A. M. 
Smith. 

“There is no objection to a manu- 
facturer selling direct in a territory 
in which he finds it impossible to se- 
cure representation, provided he sells 
at a fair price. 

“Manufacturers who put their 
lines in the hands of manufacturers’ 
agents and ‘office-in-the-hat’ repre- 
sentatives, gain no permanent increase 


| in volume and are rapidly being ex- 


cluded by legitimate, stock-carrying 


| distributors.” 


Local Group Meetin gs 


HE Southern Association de- 

cided to zone its territory into 
approximately seven groups, each of 
which will be presided over by a 
member of the executive committee. 
While there are already some very 
successful local groups funetioning 


in the South, the new zoning plan 
proposes to extend and improve this 
work. 

Through these local group meet- 
ings, it is hoped that the “group-by- 
industry” idea can be carried out by 
getting manufacturers to participate 
in certain of the get-togethers. 

George Winship, president, Fulton 
Supply Company, Atlanta, and J. 
W. Fulghum, vice-president, Taylor 
Iron Works and Supply Company, 
Macon, told of a meeting held in 
Macon which was attended by nearly 
every distributor in Georgia. 

The Richmond, Virginia, local 
group has also been functioning well, 
and has been conferring with the 
local purchasing agent’s association 
to bring mutual problems into the 


open so that they can be solved sat-~° 


isfactorily. 

“Local group meetings,” pointed 
out George Fernley, “are most im- 
portant. They promote cooperative 
endeavor and rectify unsound prac- 
tices.” 

Mr. Fernley stated further that the 
National Association had prepared a 
plan for the guidance of local organ- 
izations which will be sent anyone 
wishing it. Moreover, the National 
will be glad to assist in organizing 
new groups or in furthering the work 
of those already existing. 


” 


We Must Increase Sales 
Efficiency 


HE need for optimism was 
stressed by G. H. Halpin, sales 
manager, Minnesota Mining and 
Manufacturing Company, St. Paul. 
“The sooner we begin to think and 
talk more optimistically,” he said, 
“the sooner will the business horizon 
begin to brighten. 

“If we make our business com- 
parisons on a 10-year average, we will 
find that present conditions are not 
really as bad as they seem. While a 
few industries have sunk below the 
low of 1921, the large majority have 
not. Further, if we go back to 1921 
manufacturing costs we shall find 
that present costs are lower. 

“On the other hand, if we check 
on 1921 distribution costs we shall 
find present costs higher and here is 
where the trouble is today. 

“Increasing sales depends largely 
upon the efficiency of salesmen. Let’s 
analyze the average salesman of to- 
day. What do we find? By and large, 
he is a 1929 model trying to apply 
1929 methods to 1932 selling. Now, 
it isn’t the salesman’s fault that he’s 
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a 1929 model. The blame must be 
placed upon the manufacturer and 
distributor. We have not convinced 
our salesmen that greater efficiency 
and more modern methods are neces- 
sary today than in 1929. 

“There never was a time when live, 
alert sales managers were more need- 
ed in the field, working with and 
educating their men. 

“In 1929 we paid little attention to 
things that are important today. Busi- 
ness was rolling in. Whether sales- 
men made 6 or 16 calls a day wasn’t 
noticed; whether he covered 200 or 
2,000 miles a month wasn’t noticed; 
whether he stopped at $5 hotels and 
spent $4 for meals a day were small 
matters. The business volume was 
there. Thus, 1929 habits were cre- 
ated. 

“Today, a salesman should be aver- 
aging 12 to 15 calls a day. He should 
be doing lots of missionary work. 
To increase his number of calls, he 
must organize his territory better 
his traveling expenses must be pared, 
and he must be on the go every min- 
ute of the day from 8:30 in the morn- 
ing until 5 at night. These are tough 
times, and at least twice the efficiency, 
twice the amount of work is neces- 
sary today as in 1929. The success of 
1932 selling depends upon the effi- 
ciency of the salesman.” 

A. C. Blaisdell, Queen City Sup- 
ply Company, told how his company 
checks the efficiency of its salesmen 
on specific lines by requiring them to 
answer questionnaires. 

“Recently,” said Mr. Blaisdell, “we 
asked our men 15 questions on two 
lines and* found that only 4 of them 
were grade 90% or better on their 
answers. 

“We hold sales meetings regularly 
and oftén have them conducted by 
the salesmen. When one of the sales- 
men is in charge, we find a tendency 
on the part of the men to express 
themselves more freely.” 

“The ideal manufacturer,” said H. 
H. Kuhn, “is one who adopts a selec- 
tive type of distribution and main- 
tains a rigid resale policy. To that 
manufacturer, we distributors have 
the definite obligation of doing a real 
sales job. We cannot satisfactorily 
represent any manufacturer by simply 
putting his merchandise on our 
shelves and then expecting some mys- 
terious power to move it. Our sales 
forces must be properly trained to do 
the selling.” 


| Gears 


T HERE is a good market in every ter- brass and running under favorable condi- 
ritory for Chicago Rawhide Pinions tions at high speed, will outwear either 
and Gears; especially in conjunction with — of these metals or steel. They are guar- 
direct geared machinery operating at high anteed to be of the best material, correct 
speed, as Rawhide aside from being in construction and of accurate workman- 


| elasticity that enables it to 
| absorb shock and thus re- 


THE CHICAGO RAWHIDE MFG. CO. 
/1301 ELSTON AVE. 


FOR 


PUAN mag igi Saag sxe 
ONLY. 


















FIRMLY established, def- 
initely proved policy of 
distributor cooperation backs 
your sales efforts on Linear 


your source of supply. 

The Linear line is complete—there 
are piston and sheet packings of 
finest quality to fit every require- 
ment—and they can be attractively 
put up under your own brand name 
if desired. 

For profits and customer satisfac- 
tion, try Linear. It will prove 
worthwhile. 























“Chicago 
Rawhide” 


Pinions 


and 


A Complete 


noiseless has a degree of 


LINE: 
PACKINGS 


































Rawhide 
Fabroil 
Bakelite 
Cast lron 
Steel 


Brass 


Line With Real Sales Merit 





lieve the machine of pos- 
sible damage due to vi- 
bration. Chicago Raw- 
hide pinions will transmit 
as much power as iron or 





ship. We also make non- 










Distributors metallic pinions of Fabroil 
Investigate our line of and Bakelite and cut 
Leather Belting, Leather metal gears of all descrip- 
Packings, Lace Leather, : 

Rawhide’ Hydraulic tions — spur, bevel and 
Packing, Gears and Pin- spiral. Non-metallic pin- 
tons, Leather ‘Specialties | ons operating. with meta 





gears, take all the wear. 













CHICAGO, ILL. 
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HEAT MELTS 


Tin, Copper, Antimony and Lead— 
and a boy can pour the mixture into 


a mold 


to melt these metals and amalgamate 
the parts under temperatures neces- 
sary to produce a bearing metal of 
long life and service—such as 


MONARCH BALL METAL 


the 


“Steel Process Babbitt” 
requires knowledge and skill — me- 
chanics know that we know—because 


we have been continuously on the job 
for 37 years. 


DISTRIBUTORS 


receive 100% protection in territory 
and resale price—with 


“profits always insured.”’ 


Ask us to tell you more. 


MONARCH METAL COMPANY 


Established 1895 
119 S. Lincoln Street, Chicago 


. SEE , 
THE / f 
WEA? 


~ 





















It’s Just a Step From 


Genuine Hettrick to 
Substantial Belt Economy 


Make it a profitable one for 
your customers and you. 


CONOMY is the strongest factor in 
4 your sales story on Genuine Hettrick 
Stitched Canvas Belting. Stress it forcibly 
Recommend Genuine Hettrick to your 
economy-minded prospects A worth- 
while suggestion to them on the question 
of economy in plant operation may be the 
means of establishing a confidence that 
will eventually result in sales and profits 
for you, 
You can prove to your customers—by ac- 
tual test —that not only does Genuine 
Hettrick measure up to the highest stand 
ards of efficiency, but it keeps belting ex- 
pense down to the minimum. 
Write today for the details 
of our distributor plan 
See our exhibit on Page 121 of the 
{Irs MILL SUPPLIES CATALOG If 
and DIRECTORY. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
—e TOLEDO, OHIO" 





Tips for Building a Better 
Sales Staff 


MPROVED selling is of para- 
mount importance today, and 

these tips given by A. C. Blaisdell 
may prove helpful in attaining that 
objective: 

“1. Awaken your men to the value 
of working with others in your or- 
ganization. 

“2. Prove to your men that there 
is no substitute for working and 
thinking, but do it without preaching. 

“3. Explode the delusion some 
salesmen have that customers are 
theirs and they can carry them about 
from job to job. 

“4. Prove to the salesmen who 
think they are handicapped by a poor 
territory that it’s the man, not the 
territory that counts. 

“5. Show salesmen how to build 
for the future by taking a sincere 
interest in their customers’ problems 
and not. merely their orders. 

“6. Point out to salesmen that it 
makes for inefficiency at the home 
office when orders are carelessly 
made out, inadequate shipping infor- 
mation is provided or handwriting on 
orders is poor. 

“7. Emphasize to your men the 
importance of an early morning start. 

“8. Picture to your men the neces- 
sity for combing their territories 
finely. 

“9, Drive home the importance of 
carrying samples and literature for 
the buyer who wants to see what he’s 
buying. 

“10. Point out the importance of 
securing adequate credit informa- 
tion.” 





Victor A. Hanson was recently appointed 
research engineer for The Mechanical 
Power Engineering Associates. A brief of 
his talk at the convention appears on 
another page of this issue. 


Price-Cuttin g 


wa, yrteerengme coming to our at- 
tention during the past year,” 
said A. M. Smith, “show that, by and 
large, sellers rather than buyers are 
to blame for cut-prices. 

“We should not talk too much 
about the low cost of living. It is too 
low and should go up. Higher prices 
mean a higher standard of living and 
a better business situation.” 

George Fernley stated that unintel- 
ligent or vindictive competition, using 
cut-prices to stimulate volume, ac- 
cepting unfounded rumors brought 
by salesmen, and similar practices 
simply intensify problems that are 
already acute because of general con- 
ditions, and should be guarded 
against. 


Non-Productive Sales Calls 

C O. DRAYTON told of a 

e group of purchasing agents 
who joined with their sales executives 
in an effort to find out why so many 
salesmen’s calls are non-productive. 
This group kept an accurate record 
of calls made on them for several 
weeks and noted their reactions im- 
mediately afterward. 

“When the summaries were to- 
talled,” said Mr. Drayton, “it was 
found that 25% of the time spent 
by salesmen was wasted because they 
talked off the subject or permitted 
themselves to be carried off the sub- 
ject at least 25% of the time. Also, 
28% of the salesmen who called were 
reported to have given no informa- 
tion of practical value. 

“Add to this 54% of unproductive 
time, 13% of the salesmen who were 
reported as having lacked even a rea- 
sonable knowledge of the products 
they were selling, and you have a 
picture of the sales situation as seen 
by the group of buyers and sales ex- 
ecutives who made the study.” 


Use Your Associations’ Services 
| | H. KUHN urged distributors 
e 


to make use of the services 
offered by their Associations. 

“Our Association,’ Mr. Kuhn said, 
“is an institution for service, the pur- 
pose of which is to help members in 
every possible manner. It provides 
us with a medium for cooperating in- 
telligently on specific individual prob- 
lems, and enables us to work collec- 
tively for the general improvement 
of conditions throughout the in- 
dustry.” 











<a ge. 


—————————— ——EEEEwE 


ce 


"XU 


JUNE, 1932 


MILL SUPPLIES 


83 





Selling by Demonstration 

66 HE best method for selling 

prospects who are not now do- 
ing business with you is by demon- 
stration,” pointed out K. G. Merrill. 

“A good demonstration of a care- 
fully chosen article that fits in with 
a potential customer’s line of busi- 
ness will produce results where noth- 
ing else will. Once you have secured 
the first order, your prospect becomes 
a customer and then it is up to you to 
develop that customer by the same 
methods you are using to keep your 
other customers.” 

+ * 

The Cost of Doing Business 
HE cost of doing business in 
1931, as indicated by reports 

from 16 Southern distributors, was 
24.14%. Thirty distributors in the 
National Association report an aver- 
age cost of 27.45%. 

These percentages indicate a consid- 
erable increase in the cost of doing 
business as reported in recent years. 
Obviously, the depression has been 
the vital factor in bringing about this 
unsatisfactory situation. 


* * * 
Too Much Duplication of 
Lines 
66 ANY of our difficulties today 
4 may be attributed to the un- 


warranted duplication of lines, and 
hence, duplication of sales effort, cre- 
ated by manufacturers indiscrimi- 
nately placing their lines in the hands 
of too many distributors,” pointed out 
H. H. Kuhn. “As a result, we are 
literally falling over each other in our 
anxiety to sell duplicating linés.” 


x * * 
The Clearing House Idea 

N Cincinnati, distributors have set 

up a clearing house for the pur- 
pose of aiding in the reduction of 
surplus stocks. 

“The plan is working out very 
well,” said George Puchta. “In the 
past several months 1800 orders have 
been placed through the clearing 
house. 

“Some one of the local houses as- 
sumes command, and each day every 
distributor is asked what he needs. 
There is an understanding among the 
houses that the clearing house will 
be given first call before anything is 
bought from the factory. 
what the goods can be replaced for 
at the factory. 
adopted 
Puchta. 


nationally,” urged Mr. 








Every Sale Nets you a 
Substantial Return with 


Plain millers and Universal millers available in 
sizes No. 2, 3, 4, 5; Vertical machines in sizes 


No. 2, 3 and 4. 
The line also includes Automatic 
indexing machines and produc- 
tion millers. 


‘*Milling Machines & Lathes’’ 





Maximiller 
MILLING 


HE new line that catches 

and holds your interest to- 
day must be closely tied up 
with profit appeal. It's a re- 
action perfectly justified by 
current conditions, and we 
realize that a substantial re- 
turn on each and every sale 
is vitally important to you. 


| We would like to put you in the 


way of liberal profit margins that 
are available to distributors who 
cultivate the wide and receptive 
markets open to Sidney products. 
Specialization on this line will net 
you worthwhile sales at interesting 
profits. We want distributors in a 
number of territories. Let us dis- 
cuss our dealer franchise with you. 


SIDNEY MACHINE TOOL CO. 
SIDNEY, OHIO 
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The idea should be 
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These Are Days for Serious 


Planning 


Consider 


Welding and Cutting 


Equipment and 
Supplies 





a 


_ for the new sales set-up you need 
under changing conditions 


We Sell 
Through 
Distributors | 


The amazing progress of the welding industry has 
opened countless opportunities for profitable sales 
in your territory with the TORCHWELD line. 


Write for the details of our modern, profit-making 
plan for distributors. 


TORCHWELD EQUIPMENT COMPANY 


224 N. Carpenter Street 


Chicago 
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NEW YORK 





PHILADELPHIA 


VV,” TO Sl 


Vp” TO 1” 


TUBING 


ALL SHAPES 


Incorporated 


General offices and mills 
BORDENTOWN, N. J. 


District sales offices 


“MIDLAND” 


— BEST - BY - TEST — 
SEAMLESS STEEL PIPE 


LIGHT WEIGHT WALL 
STANDARD WEIGHT WALL 
EX. STRONG WEIGHT WALL 


DOUBLE EX. HVY. WALL 
SEAMLESS STEEL BOILER TUBES 
1” TO 3” x ALL GAUGES 


SEAMLESS STEEL MECHANICAL 


V,"” O.D. x 28 B.W.G. 


TO 
4” O.D. x Wo” W.A. 
MANUFACTURED IN 
Round—Square—Rectangular 
and Special Shapes 


STRUCTURAL TUBING 


MIDLAND TUBE & PIPE COMPANY 


PITTSBURGH CHICAGO 


BUFFALO 


DETROIT 


































Seamless Pipe Couplings 
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LENGTH 


MERCHANT TESTED 
PIPE NIPPLES 
PACKED in CARTONS 


\%” TO 1° PIPE SIZE 
ASSORTED OR ONE 
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NO DUST 
NEAT FIT 


Wheeling Machine Products Co. 
WHEELING, W. VA. 


NO GRIT 


(Continued from page 73) 


_ that this plant layout was chosen as a 
| result of the experiences gained from 


the operation of four plants by this 
company, and that the comparisons 
made are between a properly balanced 
combination of group and unit drive, 
and an exclusively unit driven instal- 


| lation. Unit drive has a very definite 
| application in this plant, and it would 


not be economical to employ only 


| group drive, as it would also not be 


economical to employ only unit drive. 

As shown in the table on page 74, 
8 motors are required in the auto- 
matic screw machine department, 
operated by a combination of unit 
and group drive. These motors and 
control equipment cost $1,390.12. 
The wiring for this equipment cost 
$1,235 ; the three line shafts with ball 


| bearing hangers, steel stringers, pul- 
| leys and belts, $2,261.68. 


To convert this department to unit 
drive would require 28 motors, cost- 
ing with control equipment, $3,407.64. 
The wiring for the motors would 
cost $2,947.79, while the cost of 
adapting these machines to motor 
drive, which is frequently overlooked, 
would be $11,598.00. This figure also, 
is almost identical to the difference 
in cost of motor-driven and _ belt- 


| driven machines, if purchased new 


without motors. 

In the hand-screw machine depart- 
ment with group drive, 10 motors are 
required, costing with controllers, 
$1,525.34. The wiring for this equip- 
ment, $1,082; the cost of the 9 line 
shafts complete with steel stringers is 
$5,002.45. 

To convert this department to unit 
drive would require 67 motors cost- 


| ing with control equipment, $5,366.41 ; 
| the wiring for these motors would 


| cate a similar difference. 


cost $5,976.92; the cost of adapting 
the machines to motor drive would 
be $13,675.00. 

Thus, the cost of the present com- 
bination of group and unit drive for 
the two departments is $12,495.79, as 
against $42,971.76 for unit drive. In 
other words, the unit drive cost is 
291% of the group-drive cost. 

The annual operating costs indi- 
The fixed 


charges including depreciation, inter- 


| est, taxes and insurance, amount to 


$1,874.36 for the group drive, and 
$6,445.76 for unit drive. 


The total maintenance costs of 


| these two departments for the year 


was $43.68. The maintenance cost 


| for unit drive, based on actual costs 


in the same plant, would be $1,080. 

The power cost for these depart- 
ments was $1,350.91. The power fac- 
tor is 85% and the efficiency weight- 
ed for motor size is 86.8%. 

The unit-drive efficiency weighted 
for motor size would be 74.3%, or 
a difference of 12.5%. The line shaft 
losses average 3.5%, which leaves a 
difference of 9%, adding $121.58 to 
the power bill. 

It so happens that the power com- 
pany furnishing this plant has no 
power factor charge, but if this plant 
were located in the territory served 
by a neighboring power company, the 
developed power factor of 59% 
would add $361.50 to the power bill. 
In this study, the highest power fac- 
tor possible was taken, and in actual 
operation the power factor would be 
even lower. 

Therefore, the annual operating 
cost of the present combination of 
group and unit drive is $3,268.95. 
The operating cost for an exclusively 
unit driven installation would be 
$9,359.75, or 286% of the group 
drive operating costs. This differ- 
ence, of course, will vary depending 
on the production methods employed 
and the product made. 

In view of these facts, we wonder 
why poor power transmission condi- 
tions are ever found in any plant. The 
answer probably rests in the fact that 
we have been handling, not selling, 
pulleys, belts, bearings, and other 
power transmission equipment, in- 
stead of getting out and selling a 
modernized drive. 

In modernized group drive you 
have the finest means of power trans- 
mission made today. From the stand- 
point of efficiency, durability, and 
cost, it cannot be equaled. 

You have in unit drive a splendid 
means of power transmission for a 
great variety of special applications. 

We cannot sit back and take orders 
for modernized group drive, unit 
drive, or any other type of drive, if 
we are to fulfill our pledge of service 
to industry. What we must do may 
be indicated in three logical steps. 
First, the means of power transmis- 
sion required must be properly de- 
signed and laid out with due consid- 
eration for the proper type of drive 
for each specific application. Second, 
the drives recommended must be pre- 
sented in their true light with service 
as the paramount consideration. Third 
and last, the drives selected must 
be sold. 
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“A Book We Use Every Day 


for Buying Information” 


So writes J. C. McKendry, Peerless 
Mill Supply Company, Buffalo, of 
the 1932 edition 


Mitt Supp.ties CATALOG & DirREcCTORY 


—and Mr. McKendry is but one of hun- 
dreds of industrial distributors who find 
this great guide—with its Directory and 
Manufacturers’ Catalog Sections—invalu- 
able in their buying activities. 


The MILL SUPPLIES CATALOG & DIRECTORY 
is built specifically and exclusively for dis- . 
tributors—according to their own speci- 
fications. It is accurate, compact and easy 
to use. The Manufacturers’ Catalog Section 
presents complete buying information, 
impossible to secure from ordinary 
directories. 


Make frequent use of this book. It will 


‘ save you time, effort and money. 


MILL SUPPLIES CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference” 


520 N. Michigan Ave. * Chicago, IIl. 
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More than 
40.000 
COPIES 


of 
MAINTENANCE 
ENGINEERING 
and 
FACTORY and 


ni et Reproduced from an actual 
INDUSTRIAL Photo of one months mailing~ 


MANAGEMENT 




















Making thousands of contacts each month 


to help you sell! 


OU are particularly fortunate if the manu- 

facturers whose products you handle are 

backing your sales effort with advertising in 
MAINTENANCE ENGINEERING and FACTORY 
AND INDUSTRIAL MANAGEMENT. 


The reason this is of such great help to you in 
your work of selling plant equipment and supplies 
is because the advertising in these publications is 
read by two important groups of men in the better 
manufacturing plants all over the country. 


MAINTENANCE ENGINEERING is read by Main- 
tenance Superintendents, Plant Engineers, Master 
Mechanics, Chief Electricians, etc., and is the only 
publication devoted exclusively to the problems of 
these men. 


FACTORY AND INDUSTRIAL MANAGEMENT is 


read by men in charge of manufacturing—Plant 


Managers, Works Managers, Plant Superintend- 
ents, Vice Presidents in charge of manufacturing, 
ete.—and is the only publication devoted exclu- 
sively to the problems of this group of men. 


That is the reason that advertising in these publi- 
cations does such a thorough job of selling these 
men throughout the manufacturing field. 





More than 40,000 copies of these two publications 
(as shown in the illustration above) go to manu- 
facturing plants every month and are read by more 
than 100,000 men who are very important in the 
purchasing of plant equipment and supplies. 


| 
| 





It is easy to see, therefore, that the manufacturers 
listed on the opposite page, by their advertising in 
MAINTENANCE ENGINEERING and FACTORY 
AND INDUSTRIAL MANAGEMENT, are helping 


you sell, 
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MAINTENANCE 
ENGINEERING 


Read by maintenance superintendents, 
engineers, master mechanics, 


chief electricians, etc. 


Allis-Chalmers Mfg. Company 
American Fixture Company 
R 





&- pany 
Colt’s Patent Fire Arms Mfg. Co. 
Dayton Rubber Mfg. Company 
Diamond Chain & Mfg. Co. 
Diehl Mfg. Company 

Dixon Crucible Co., Joseph 

Dodge Manufacturing Corp. 
General Cable Company 

General Electric Co. 

vilmer Company, L. H. 

Goodrich Rubber Co., B. F. 
Goodyear Tire & Rubber Co. 
Houghton Company, E. F. 
Irvington Varnish & Insulator Co. 
Kester Solder Co. 

Keystone Lubricating Co. 

Lincoln Electric Company, The 
Linde Air Products Co., The 
Link-Belt Company 

Mica Insulator Company 

Monitor Controller Co. 

Morse Chain Co. 

Norma-Hoffmann Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Reeves Pulley Company 

Rockwood Mfg. Company, The 
Rockbestos Products Corp. 
Roebling’s Sons Company, John A. 


Shepherd Niles Crane & Hoist Corp. 


S.K.F. Industries, Inc. 

Standard Pressed Steel Company 
Thermoid Rubber Company 
Thompsen Electric Company, The 
Timken Roller Bearing Co., Tlhe 
U. S. Gutta Percha Paint Co. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Whitney Chain Co. 

Wing Company, L. J. 
Worthington Pump & Mach. Corp. 


330 West 42nd St. 


FACTORY and 
INDUSTRIAL 
MANAGEMENT 


Read by general managers, 
superintendents, works managers, super- 


intendents, etc. 


Allis-Chalmers Mfg. Company 
American Blower Corporation 
American Cable Co. 

American Engineering Co. 
American Steam Pump Company 
Bassick Company, The 
Bussmann Mfg. Company 

Curtis Pneumatic Mchy. Co. 
Cutler-Hammer, Incorporated 
Dayton Rubber Mfg. Co. 
Deming Company, The 

De Vilbiss Co., The 

Diamond Chain & Mfg. Company 
Divine Bros. Co. 

Dixon Crucible Co., Jos. 

Dodge Manufacturing Corporation 
Ford Chain Block Co. 

Gates Rubber Company 
Goodrich Rubber Co., B. F. 

Ww kL Cc E F. 
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Hyatt Roller Bearing Company 
Imperial Brass Mfg. Co. 

Jeffrey Mfg. Company, The 
Keystone Lubricating Co. 

Kester Solder Company 

Linde Air Products Co. 

Lincoln Electric Company, The 
Marion Mallesble Iron Works 
Monitor Coniroller Co. 

Morse Chain Company 

New Departure Mfg. Co. 

Nitrose Company 

Norton Company 

Ohio Valley Pulley Works, Inc. 
Quincy Compressor Company 
Reeves Pulley Company 

Republic Rubber Co. 

Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
Rundle-Spence Mfg. Company 
Service Caster & Truck Co. 
Shepard Niles Crane & Hoist Corp. 
Spencer Turbine Co. 

Stanley Works 

Thermoid Rubber Company 
Timken Roller Bearing Co., The 
U. S. Gutta Percha Paint Co. 
Veeder-Root, Inc. 

Wagner Electric Corporation 

Yale & Towne Mfg. Co., The 
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count on this wreneh --= 
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your stock o>: 
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HE KNOWS that every possible 
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| Be Aa job he can give to a TRIMO 


A 4 wrench will be handled as no other 


NO wrench could do it. 
\X 
trusty wrenches, will the answer be 


<a 
“O.K. this afternoon” or “We'll try 
TH EF TR | IVI O STOCK to get them out to you next week ?” 
It’s a fai ‘sstion. Anda fair answer 
G H EC K- U o is ‘that TRIMO dealers ae phone 
IS WOR K| NG i sales and are making friends by be- 


ing in a position to deliver the goods. 


TRIMO TOOLS 


Made for half a century by 
| TRIMONT MFG. CO., Roxbur y ae, iene 


SORIA ENE 






But when he ealls on you for these 
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ADD 
A NEW LINE 
THAT SHOWS 
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749” COPPER "@® 
MO-LYB-DEN-UM 
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When competition cuts the heart out of 
profits on staple lines—when the dollar vol- 
ume of sales on all lines is on the decline— 
then it's time to add a new line that will 
show a profit. 

Toncan lron Pipe enables you to get new 
business. It acknowledges no competition. 
It sells for more money. It gives the user 
more for his pipe dollar. It gives your sales- 
men a chance to demonstrate that your line 


is up-to-the-minute. It builds good will on 
extraordinary service. 

Industrial plants with an eye to lower main- 
tenance costs will welcome the suggestion 
that this alloy pipe of refined iron, copper 
and molybdenum be given a trial. After that 
it sells itself. 

Ask for a copy of “Pipe for Permanence’: 
It tells the story —where it has been used and 
comparative results in many kinds of service. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES 


=aRo— 


YOUNGSTOWN, OHIO 











